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Play Shoes ase fun! 


Play clothes are the season’s must 
in every woman's plans for a suc- 
cessful Spring wardrobe 
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OA world of delightful pleasure shoes 
to give sparkle to those chummy, 
youthful, casual clothes that every- 
one is wearing. 


TWEEDIE FOOTWEAR CORPORATION 
JEFFERSON CITY MISSOURI 
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@NCE upon a time the Mason- 
Dixon Line was a pretty good di- 
vider between the sun belt and the 
snow belt—but no more! We have 
moved the line of the storm country 
as far south as Miami, in this most 
unusual weather: year. 





More galoshes, rubbers, storm 
boots and warm goods have been 
sold south of the line this year than 
in the entire history of shoe retail- 
ing. It has been a snow white crop 
in business and profits to many 
stores in the Southland. It got so 
that rubber houses in New York 
City and Philadelphia were ship- 
ping carload lots to spots that had 
never before known the thrill of a 
“high rubber day.” 

By the same freak of climatics, 
New York City has had practically 
no snow, no bulge in rubber selling 
and many a merchant has looked 
with envious eyes at the Southern 
weather reports. 

It might not be what the South- 


land likes for weather in January 
and February but it has the mak- 
ings of new markets for the sale 
and use of rubbers, galoshes and 
the like in years to come. 


* 7 - 


Hi. 1. PHILLIPS, editorial col- 
umnist in the New York Sun, has 
gone enthusiastic over Florida, say- 
ing: 

“Have never seen Florida look, 
act, talk, sleep, breathe, eat and 
drink so much like its abnormal self 
as it is doing this very minute de- 
spite the somewhat lower tempera- 
tures this year. The more I see of 
it the more it stirs, baffles, excites 
and amazes me. There is something 
about the climate, the atmosphere 





and the tempo that makes one feel 
in the pink even when one is hav- 
ing the big jitters. It is one of the 
few places on earth where people 
shake each other by the hand and 
exclaim: ‘Boy, you look all in! 
Ain’t it wonderful?’ ” 


[13] 


The visiting shoemen are not 
quite so exuberant but say: 
“Weather in overcoats or furs, 
bathing suits or slacks, the wildest 
thing in the Florida season is this 
year’s ramps, sandals and whites.” 





€. L. ENGSTROM, president of 
the National Leather and Shoe 
Finders Association, says: 


“There has never been a year 
correctly gauged in advance by the 
prophets, professional or amateur. 
Always, unlooked for factors ap- 
pear and unexpected reactions oc- 
cur. Yet, there is one prediction 
that always holds: The industry 
which sets a reasonable goal and 
works toward that goal throughout 
the year never has a wholly unsatis- 
factory year—nor does it have any 
overlooked opportunities to regret. 

“Why are you in business? Ob- 
viously, it is to serve your custom- 
ers well and secondarily, to serve 
manufacturers faithfully; but, sure- 





[14] 


ly since these are not policies con- 
fined to being a Wholesaler in this 
Industry alone, you would do that 
as a matter of general personal 
principle, so there must be another 
specific primary objective that you 
have. Clearly that is to use your 
capital and your time to get in 
financial return at least as much 
and possibly more than you could 
get for them in any other way. 

“In the findings business and no 
doubt in other industries, too, this 
goal is frequently forgotten in the 
frantic scramble to move quanti- 
ties of merchandise or to dominate 
the purchases of customers in your 
area. 

“It can be soundly predicted 
1940 will be a good year for those 
who realize correctly WHY they are 
in business—to earn a liquid profit 
and to create business rather than 
to scramble over what business 
there happens to be.” 


+ . . 


GERALD D. GROSNER of Wash- 
ington, D. C., speaking at the an- 
nual convention of the National As- 
sociation of Retail Clothiers, said: 

“There has been a great deal of 
discussion for many years as to the 
source of men’s styles in America. 
These sources have stretched from 
Saville Row to Hollywood, and from 
the French Riviera to Florida. This 
season the foreign sources are defi- 
nitely out of the picture and the 
field is left to American stylists. 

“This is, at the same time, an op- 
portunity and a challenge—An op- 
portunity to prove to America and 
the world that American styles 
originate in America and a chal- 
lenge to American stylists to put 
their best foot forward, if they have 
never done it before. Not only is 
the influence of American styles felt 
in America, but in turn it is being 
felt all over the world, as we learn 
that American-made and American- 
styled merchandise is eagerly sought 
in England, France, and more par- 
ticularly South America.” 
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YEAH ~ CANCEL THAT 


ADVERT i 
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—There are two conditions under 
which some concerns do not adver- 
tise— 

—One is when business is good, the 
other when business is bad. 

—in a recent issue of a prominent 
eee ren eaten te 

ing item:— 
—tThe 


—lf a concern in war-torn England 
finds this splendid excuse for ad- 
vertising, surely no concern in these 
fortunate United States of ours 
can justifiably say "no advertis- 
ing" because of prevailing condi- 
tions—whether they be favorable 
or otherwise. 


President 





AS Charlie Chan would say: “Cor- 
rection, Please!” 

We muffed our shoemaking by 
saying that the Hanan HURDLER 
was a stitchdown. Well, it’s a welt 
with an upper leather insole. That’s 
the reason it’s so flexible and any- 
way it has all the flexibility that a 
stitchdown has. But it’s a WELT 
and a bell-ringer because the “pub- 


lic loves it.” 
— * — 


W. GIBSON CAREY, JR., presi- 
dent of the Chamber of Commerce 
of the United States, in an address 
before the Kansas City Chamber of 
Commerce, said: 

“We must realize that, for the 
good of even the lowest economic 
groups (and we, like every other 
civilization, have these groups) we 
must retain in this country that 


form of society which will assure a 
continuation of maximum freedom, 
maximum culture, maximum pro- 
ductivity and maximum opportu- 
nity. We must never lose sight of 
the fact that there has been, and 
must be, no bar in our society to 
a man rising from a lower stratum 
into that group of the enterprising 
which is the keystone of our civiliza- 
tion. 

“A vital necessity is support of, 
and work in, our trade associations 
and chambers of commerce. These 
are clearing houses for the most en- 
lightened business thought on eco- 
nomics. Constructive programs of 
general business conduct do not 
spring full-grown from the head of 
any one man. They are the result 
of much analysis and argument. I 
am perfectly willing to admit that 
ideas which I have had from time 
to time were faulty in the extreme. 
Error usually springs from lack of 
complete knowledge and lack of suf- 





[THE AMERICAN WAY p— 














ficient foresight. In fact, among 
nearly all elements of our popula- 
tion mistakes often come from the 
enthusiasm of good intention. That 
is why forums for discussion are so 
immensely important.” 


* * o 


WHEN merchants get together, 
they talk about the weather. 

The Shoe Merchants Council of 
New York City met at Keen’s Chop 
House last Thursday for the second 
of the new order of meetings. There 
is no business, no speech-making. 
You pay for your own lunch. You 
bring anyone you want and you 
make talk. The meetings are held 
every two months and at this meet- 
ing the room was crowded with 
buyers and merchants—top names 
in the Blue Book of Shoes in New 
York. 

It’s a decided innovation to have 
so flexible an organization; but it’s 
working out. In fact, there’s a cry 
now for meetings once a month; 
and who can tell, it may be more 
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often! It’s a good thing too, be- 
cause—believe it or not, one of the 
top buyers of Fifth Avenue sat 
next to a merchant from farther 
up the street and the two of them 
hadn’t talked together for a period 
of two years. You see, we get so 
wound up with the details of our 
own business lives that we haven't 
time for the friendly visits. 
Another merchant, back from a 
trip to the Pacific Coast, said he 
envied the slower pace and time 
out for fun or golf there—in con- 
trast to the terrible speed-up here. 
All in all, the meeting demon- 
strated that you can’t get them out 
for Association business; you can’t 
get them out to listen to speakers; 
but boy how they do come out 
when it’s only mixing friendships! 


. 7 - 


PRESIDENT JOHN R. LAY- 
COCK is responsible for the new 
way of association meeting. It may 
be the answer to informal accords, 
individually arrived at—on a man- 
to-man basis—rather than by asso- 


ciation vote. 
a a 


CARL FLEISBACH, head of the 
Walk-Over Shoe Stores in the Chi- 
cago area, says: 

“Disposal of old merchandise and 
sale goods is becoming an increas- 
ingly greater problem in the shoe 
business—a trend, which means that 
eventually we are going to have to 
look for a longer gross profit. The 
public generally is now far more in- 
terested in new styles and new mer- 
chandise than in sale goods. Good 
roads, which bring customers into 
metropolitan areas and style cen- 
ters have helped materially. Holly- 
wood, too, has done its share—not 
only in making practically every 
American woman style-conscious— 
but it has influenced men as well. 
Now, when men see a new or un- 
usual style, it’s not new to them, 
because they’ve already seen it on 
the screen or in a fashionable maga- 
zine; and are ready to accept it and 
buy much more quickly than they 
‘once did.” 

- <a * 
UW. S. Commerce Department re- 
ports received from South America 
are that two large factories in Ura- 


guay have been given a contract for 
supplying the French government 
with 45,000 pairs of military shoes. 
The order eventually may run as 
high as 100,000 pairs, the report 
said. The first shipment of 15,000 
pairs is expected to be made in Feb- 
ruary with other Uraguayan fac- 
tories expected to participate in the 
event the two companies, parties to 
the contract, are unable to fill the 
order fast enough. 





P. D. LEHMAN, manager of the 
J. W. Robinson Co., Los Angeles, 
shoe departments, says: 

“It is gratifying to note the many 
multiple sales which are being 
turned in daily by the boys on the 
floor. Early Spring buying of fine 
shoes in volume by many patrons, 
often right across the board, in- 
dicates a continued good business 
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as the season progresses. Purchases 
of some $75.00 to $200.00 by a 
single patron at one sitting are made 
possible by the many interesting 
shoes offered them this season. Then 
too, a matching shoe, bag and belt 
of a new material is always in- 
triguing. The store's promotion of 
Ranacueara leather (giant frogskins 
from Brazil) with its iridescent re- 
semblance of the moon’s surface, 
has been very well received. This 
material was made up in five pat- 
terns of shoes, bags and belts—the 
combination set retailing for $28. 

“Another well-received group are 
those shoes having black patent 
foreparts, with natural, grey, red 
and black snake heels and quarter 
treatment. Matching bags of 
course.” 


. - o 


A SAMPLE of warm weather in 
the New York region in mid-Feb- 
ruary stimulated early Spring buy- 
ing and may be a token of one 
more springtime. So the thing to do 
is to be weather-wise, flexible in 
your promotions and _ speedily 
adaptable in your window displays. 
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“I'm putting this up before we open. Mrs. Jones is always late.” 
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THE SUCCESS STORY 


WHEN America takes a fashion to its heart, every 
one knows about it. That is what happened with play 


shoes. We like play shoes—and play clothes—and we 
talk about them and take pictures of them and wear 
them from coast to coast and from Canada to the Gulf. 
They appeal to our love of simplicity and gaiety, of 
originality and informality. We still want—and must 
have—functional sport shoes and classic spectators. 
Nothing can take their place. But in a well-rounded 
wardrobe there must be some play shoes. 


These colorful novelties tie in with our 1940 Ameri- 


OF THE NEW PLAY SHOE 


can life and our 1940 fashion picture in so many 
ways. First of all, this will, in all probability, be an 
American Summer for all of us. 

| TURN TO PAGE 64, PLEASE | 
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YOUR“MOST IMPORTANT 
SPRING AND SUMMER PROMOTION 


by 
HARRY R&R. TERHUNE 


On the opposite page, John Howard featured in 

Paramount's new production “Destiny” wears 

Florsheim’s casual two-eyelet blucher with the 
new Air-Wedge Sole, photo from Paramount. 


FROM what we have seen this season in Southern Cali- 
fornia and from what is heard relative to the many new 
things in men’s casual and playtime shoes, the eyes will 
see many innovations in material and color. 

Colors like desert sand, chamois, beige, rust, wine 
and blue developed for shoe wear with contrasting or 
harmonizing sport slacks. There will be combined with 
these shoe colors many striking combinations which will 





lend emphasis to the design and color in men’s sportive 
footgear. 

Pattern and material interest in this season’s offerings 
justifies the change in classifying all shoes, other than 
street and work, as “Sport shoes.” The current nomen- 
clature of “Play and Casual” types tells the precise use 
of this highly profitable addition to the men’s shoe 
business. 


Men have never before been presented with such a 


wide variety of patterns. Many one buckles; woven 
[TURN TO PAGE 32, PLEASE | 


For Merchandise Sources See Page 32 
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THERE is a special place in your business for rub- 
ber-soled footwear, because there is a special place 
for these shoes in the wardrobe of every man, woman 
and child. It’s a far cry and a long way from the old 
days of the all-purpose sneaker. But, right here and 
now, let us say a word for that sometimes neglected 
shoe—neglected in fashion articles, anyway. With 
improvements and slight variations it carries on from 
year to year and should never be forgotten in plan- 
ning your rubber footwear season. The ankle-high 
sneaker, so important for tennis, should be noted 
especially. We have not shown it here among the 
women’s models because it is such a staple type, but 
put it down for first place in your Spring orders. 
After that, it’s time enough to think of all the attrac- 
tive novelties on the market. 

In the styles shown here we have patterns suit- 
able for house, street, active sport, beach and all the 
daytime Summer occupations of the average man 
or woman. Both conservative and high style treat- 
[TURN TO PAGE 64, PLEASE] 


Top to bottom: 
Rust colored sandal featuring elastic strap, and 
“Tractor Tread” sole. A Kedsman from United States 
Rubber Company. 


Peasant cloth in a Norwegian patiern with laced 
saddle. A “Sportslax” number from The Hood 
Rubber Co., Inc. 


Tan canvas with contrasting saddle. A “Light Tread” 
sport shoe from Roberts, Johnson & Rand Branch 
of International Shoe Company. 


White canvas “Deckgrip” from Beacon Falls Rubber 
Footwear. 


Cherokee square toe athletic shoe in green canvas 
with contrasting tan and white trim from Mishawaka 


Rubber & Woolen Mfg. Co. 


The Lounger. Norwegian peasant shoe in tan and 
brown canvas with contrasting two-tone tan trim from 
Cambridge Rubber Company. 


A water-proof moccasin featuring the Top-Sider safety 
sole from the Sperry Shoe Company. 


EW GLAMOUR 
























































IN YOUR RUBBER SHC 


Upper right hand corner: Gay multi-color sandal, 
smart for many Summer occasions, repeats the red of 
the goring in the plaid and bindings a “Kedettes” 
model from United States Rubber Co. Below, top to 
bottom: Classic kiltie tongue in a soft shade of green 
is strictly 1940 in its walled last and square toe 

Ball-Band “Summerettes” shoe from Mishawaka 
Rubber & VB oolen Mfg. Co. Trim little stepin suit- 
able for many Summer costumes with bands of gor- 
ing in dark navy—a “Suntogs” number from Good- 
rich Footwear. A good all-day informal shoe, smart 
and dainty in blue and white with side-lacing and 
walled last—from “Cambrettes” line of Cambridge 
Rubber Co. Peasant weave in natural with coral 
and brown, trimmed in matching brown, makes an 
attractive casual shoe for hot days-—a “Suntogs” pat- 

tern from Goodrich Footwear. 
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PRACTICAL BUYING WILL KEEP YOUR WHIT ) SALES 


ON AN EVEN KEEL ALL SUMMER THROUGH ... 


ONE fine morning, not so many weeks away, you are 
going to wake up and find it’s Spring again. Not early, 
chilly, watery Spring but warm, sunny, next-door-to- 
Summer Spring. A few blocks away your prospective 
customer is doing the same thing. She goes to her 
closet and takes out all her dresses. None of them will 
quite do for this new feeling in the air. She looks at all 
her shoes. None of them will do either—light and airy, 
pretty and gay, though they may be. They are Spring 
shoes and she wants Summer shoes. 

She may be a smart business woman, matron, or col- 
lege girl, or a more conservative older woman. No 
matter who she is or what type of shoe she wants, you 
will have already thought about her and her needs and 
you will have that shoe ready for her when she comes 
into your store that first warm day, eager and ready to 
buy. 

Eight Types of White Shoes 

On the opposite page we suggest eight types of white 
shoes for just such a variety of customers. Take, for 
example, your smart executive or matron. She is the 
type of customer who has definite ideas about styles 
and who is also open to new ideas. She knows the im- 
portance of the shoe for the occasion. To round out her 
Summer wardrobe we suggest the following types: 


1. For active sport: The saddle oxford with side lac- 
ing to give fresh interest. The saddle may be in tan, 
blue, red, black, beige, green, etc. The first three colors 
should be the best with tan still well in the lead. 


2. For play and daylong casual wear: An all-white 
step-in with goring or elasticized inserts for easy adjust- 
ment. With perforations for coolness. unlined for soft- 
ness and wedge-heeled for wonderful support and poise. 


3. For spectator wear: We suggest two types of shoes. 
Classic spectator pump with contrasting trim in tan, 
blue, etc. and built up leather heel. Your more conserva- 
tive customer will ask for an oxford. 


4. For spectator or general daytime wear: Low-heeled 
trimmed pump with novelty heel and a touch of color 
in bow and heel piping and platform sole. Comfort and 
perfect fit are ensured by the goring concealed under the 
bow. This pattern should appeal especially to the cus- 
tomer who likes very youthful, soft looking styles. Both 
these shoes are good for a wide variety of daytime uses. 
Tan trim should be recommended for the average 


woman who buys only one or two pairs of Summer 
whites. Other, less limited, customers should choose 
colors which will definitely relate to their costume colors. 


5. For dressy daytime wear: Here is definitely the 
place for the elegant, lady-like shoe. We suggest an all- 


- white, elasticized stepin with 20/8 heel. It is opened-up 


so that it is cool and comfortable. It holds the foot in 
the most flattering of silhouettes. One note of warning 
should be sounded here. Experience has shown that 
only dry cleaners should be used on the surfaces with 
elasticized backing. Liquid cleaners have a chemical 
reaction on the cement which attaches the elasticized 
backing to the leather. 


6. For evening wear: Your style-minded customer, 
and even your more conservative one, will let herself 
go a little here. She will like to try out a pair of the 
new high-heeled wedges. She will welcome other novel- 
ties in treatment. 


7. For the conservative woman who, for one reason 
or another, wants a more staple type, you will have the 
smart, opened-up all-white oxford with 14/8 heel. She 
can wear it for every occasion right through the day 
and look well dressed. 


8. And last of all, you have that large group of 
women who spend the greater part of their waking 
hours on their feet, working in their own homes or in 
institutions. They want a good-looking shoe but, most 
of all, they want comfort. They want a 12/8 heel, no 
higher. They want an all-white shoe in soft, cool 
leather. 

White Is in the Style Picture 

More than ever this year white is style news. We have 
already noted the trend to white accessories in last 
week’s Recorper. White neckwear, jewelry and hats, 
and white trimming on shoes and hats are important 
style ideas for early Spring. The vogue for stripes 
usually a combination of white with one or more colors 
—and the new style interest in polka dots—white dots 
on color—create an added selling appeal for white 
shoes. Weather predictions are favorable too. If we are 
due for a dry Summer, as some prophesy, more white 
shoes are bound to be sold. Women will wear them in, 
as well as out, of town; walking, as well as driving a 
car. 
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Blitzkrieg Retailing —Followed by Purge 


THE battle of selling is coming in blitzkrieg fashion. 
Six weeks of fast business, followed by six weeks stale- 
mate! A feast of selling, followed by a purge of 
clearance! 

There is no explaining this cyclical behavior of the 
public other than—‘“the moods of mankind are never 
mild these days.” If this thing that we are experiencing 
were limited to shoes, we would say that there was 
something wrong inside the footwear family. But it’s 
a common experience of all apparel retailing, in prac- 
tically all stores the country over—not excepting the 
orthopedic zone, which previously had a traffic as 
steady as the march of one pair after another, when 
needed. But in fast novelty footwear the slump has 
been terrific—almost cataclysmic. 

When will the next six weeks’ cycle begin? Let’s 
hope it roars in with the lion on March first. There’s 
a month to look at calendar-wise! Five swell Saturdays! 
Government payrolls of the first and fifteenth, coming 
on Friday, make the Saturdays following—-shoe days 
of possible record history. With Easter on March 24, 
the peak of selling comes early this year and brightens 
the picture of the month. All this may ruin the records 
of April—compared with a year ago, when we had 
such a perfect Easter—but it should lift the first quarter 
of the year into high black. 

“Lion” or “lamb” the shoe stores of this country are 
ready. Let’s get going with all the stuff that’s in us, to 
encourage the public to buy its Spring shoes early. 

Focus your eye on the fitting stool. Concentrate all 
energies on getting the public into the store and the 
shoes out. It’s all very well to put the emphasis on 
“making” but the time has come for the battle of selling. 

On every fitting stool in this country sits the impor- 
tant man or woman whose job it is to move the goods. 
Let’s get right down to the problem of selling one pair 
of shoes, for shoes can only be sold that way—one 
pair at a time, over the fitting stool. 

We get dizzy when somebody talks about 419,000,000 
pairs of shoes made last year. We can’t comprehend 
those astronomical figures, but we can see an interested 
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customer buying a single pair and that money being 
rung up on the cash register. And my how it flies back 
in payment of bills and everything! 

Let’s not take too much for granted. Let’s not rest 
on “well bought is easily sold.” The toughest problem 
in the trade is well expressed in three words: “Get the 
money.” 

The shoe man at the fitting stool comes into his own. 
He’s going to be asked to do double duty in March, in 
these five high-selling Saturdays. In these very peculiar 
times, every man at the fitting stool knows that shoe 
retailing is a business of peaks and valleys. There are 
many quiet days, with few sales, and fewer speedy 
days, with many sales; but the thing evens out over the 
year as a way of work indispensable to good public 
service. 

We were criticized by a union for objecting to the 
“deliberate slowdown,” the vicious sabotage of sales to 
achieve a purpose. Well, it’s time for a sense of pro- 
portion. Shoe selling is not an even, mechanical art— 
it’s a flexible work with a few high pressure selling 
periods and some times weeks on end at slow speed. 
The public buys in its “own sweet time”; and we must 
learn to serve as they come over the plate—fast or 
slow-—with a higher batting average. The purpose of 
retailing is selling shoes—everything depends upon it 
NOW. 

There’s a lot of good common sense “on the fitting 
floor” and every reason to suppose that “peaks” will be 
taken in their stride, with a sense of proportion on the 
part of the boss so that wages continue through the 
“valley”—as one thing leads naturally to the other. 

A greater appreciation on the part of the entire indus- 
try for the work done at the fitting stool is needed. It’s 
high time! If we appreciate the product, we should 
appreciate the ultimate distributor of it—the man at the 
fitting stool. 





BOOT ano SHOE RECORDER, February 17, 1940 


' evn 


(ur 
cm 


The proved Magic 
Sole process that 
makes the wearer feel 
“fresh at five,” plus 
the widest range of 
patterns of any line 
in this price class. 





Air Step blankets the volume shoe field like 


a tent. 
Air Step covers the retailer’s entire needs. 
Air Step has the “Magic Sole.” 
Air Step has the “magic” mark-up. ga 
For further facts about Air Step write [7 


Trou Shoe Gompany 


Manufacturers e+e St. Louis Yap Ws 
The Ly " 
Qn 


: 
——4 


New advertising has 
just started, built 
around ideas that are 
bound to make a lot 
of sense to the women 
of this country. 
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“The Dogs Do Bark!” 


Here is an excellent example of 
the humorous approach to advertising 
as used by the Shoe Fixery of Filene’s 
Department Store in Boston, Mass. 

“The dogs we mean don’t bite. 
they’re bitten!—and barking dogs 
aren’t a bit necessary. Not when a 
trip to our Shoe Fixery will pull the 
teeth that are biting them in two 
shakes of a lamb’s handle. Our ex- 
pert repairmen make a specialty of 
taking cranky, cantankerous shoes and 
tickling them into good nature. Shoes 
that are too long, too tight, too short 
all ease up and develop winning 
ways under the influence of our Shoe 
specialists. Let your feet get a kick 
out of life. Come in tomorrow. Our 
craftsmen do a thorough job, whether 
it be the jiffy task of applying new 
tips or lifts or a major operation in 
resoling. You'll find a better repair 
job costs no more in the Shoe Fixery.” 

- * * 


(For Spring) 

“Shoes made of frog skin? It 
sounds like a fairyland fantasy! Actu- 
ally, despite its blown-bubble beauty, 
frog skin is long-lived as crocodile, 
twice as new and smart!” 

(The Blum Store, Phila.) 


re 


Buying Hints 


Here is a bit of advice from L. D. 
Robinson of the Belk Bros. Depart- 
ment store, Charlotte, N. C., in regard 
to buying shoes for a new season. 

Nowadays, according to Mr. Robin- 
son, a woman buys shoes in close 
coordination with the rest of her wear- 
ing apparel. Therefore, when we 
buyers are going into the market to 
buy shoes for our shoe departments, 
we first consult with the buyers of 
our women’s dress, coat, hat and ac- 
cessory departments, so that when a 
woman comes in to buy her clothes 


A Boot and Shoe Recorder Department 


for a new season we can outfit her 
from head to foot in perfect taste. 
And here is an interesting fact we 
have discovered among our particular 
customers continued Mr. Robinson. 
“If a certain color coat finishes 
strong at the end of one season, watch 
for a demand for shoes of that coler 
at the beginning of the next season.” 
* * * 


Practical Displays 


“The display’s the thing wherein 
we'll sell the goods,” might well be 
the theme of two shoe displays re- 
cently seen in Bamberger’s @epart- 
ment store in Newark, N. J. 

In the center of their basement 
shoe department they have set up two 
island displays which may be used for 
overshoes, evening slippers, play shoes 
or any other promotion of the moment. 

The square islands are each about 
12 feet wide and 18 feet long. The 
islands are not only useful for prac- 
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“Pur YOUR LITTLE FOOT’ 


in this new Krupp & Tuffly 
Wedge-hecl 140 Resort Stepin! 


—and lertle your foot WILL be’ For ths amazing 
Krope & Tuffly orginal bas the very happy (acutey 
of csking your foot look sines smaller. Seyled 
wn These new 1940 resort cotor 

—-TURF TAN SUEDE with Tuftan Red-Brown linen 
ombre trum 

—FEDERAL BLUE SUEDE wth Blue ombre linen 


$ 75 tom 
10 —PATRIOTIC RED SUEDE with Rose-Corsl-Red 
ombre linen trim 
—WHITE BUCK with Blue ombre linen wim 


ind Flow —BLACK PATENT LEATHER with Gety ombre 
calf erm (wich shgbcly higher beets as shown) 











They tell ’em and sell ’em in 
—_— little your foot will 






tical eye-catchers and over-the-coun- 
ter sales, but the four waist-high walls 
have been constructed as useful and 
convenient shoe box storage space. 
The cases are 7 shoe boxes high and 
2 shoe boxes deep and fill the entire 
available space along each side of the 
islands. A similar display is con- 
structed in front of the children’s de- 
partment, but in this occasion a glass 
shoe case is built on top of the island 
to display shoes. These glass cases 
are about 15 inches high, have over- 
display lighting and a sloping base to 
attract attention to the children’s 
shoes. 

Bamberger’s second-floor men’s de- 
partment has an interesting display 
idea to keep their best models before 
the public eye. Down the center of 
the department are several posts. 
Each of these posts is about 4 feet 
square. On each post Bamberger’s 
has built metal display racks. These 
racks consist of two parallel bars so 
arranged as to support the shoes un- 
der the heel and toe and at a slight 
slope from the horizontal. Each rack 
has four sets of parallel bars, one 
above the other and each rack dis- 
plays about a dozen pairs of shoes. 

+ * * 


“‘Little-Toe-Peep’ peeps it’s way 
into Spring” 
(Wasson’s, Indianapolis ) 
* * * 


What's Inside 


When you have a shoe with an 
exceptionally good lining, with a spe- 
cial arch or insole construction, or 
other attributes inside the shoe, it is 
easy enough to show it to a customer 
when he is seated in the store, but to 
show it to the window shopper is 
another problem. Here is a simple 
but effective way to give the passing 
customer an interior view, as used by 
the John Hancock Shoe Store, 133 
Nassau Street, New York City. 
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BEST IDEA @F THE WEEK 
THE PUBLIC LEARNS AND BUYS—BY COMPARISON! 
(Ross-Harris Shoe Store, 22 West 46th St., New York City) 


O. P. Ideator—“I1 like your idea of putting those 
six big posture charts in the back of the window— 
three showing how so many of us often slump and the 
others showing how we ought to stand and walk.” 


Mr. John L. Harris—“Yes, we have used those 
charts for some time, generally putting them in the 
window for about six months at a stretch and then 
taking them out for about six months—not because 
the public stops looking at them, but because we in 
the store get tired of them and want a change.” 


O. P. Ideator—*I think those charts are an excel- 
lent idea in these days during which we are witnessing 
the rise of the consumer-education movement. The cus- 
tomer wants to be educated, he wants to see the 
effects of various shoes and heels on his posture and 
it is the duty of the retailer to learn as much about 
his product as he can and its effects on the customer’s 
posture and health. He must be in a position to give 
the customer authoritative information whether he asks 
or not.” 

Mr. Harris—“I agree with you, and if you think 
thore charts aren’t effective, you ought to see the 
number of people who stop and look at the charts 
and then straighten their shoulders back as they 
walk away. 

“We've got another little selling idea that we have 
been working on and are going to put into effect as 


soon as we can get our landlord's permission to alter 
the front of the building. You know how effective 
foot mirrors are in the store to clinch a sale?” 


O. P. Ideator—*A good many retailers will agree 
with you about that. But I don’t as yet follow your 
idea.” 


Mr. Harris—*“Well, we would like to put a foot 
mirror across the whole front of our store. The lower 
edge of our window is about 18 inches above the 
sidewalk and we'd like to take out the facing below 
the window and install a sloping mirror the full width 
of the window.” 


O. P. Ideator—*But why should you be concerned 
with the customer’s convenience in looking at his 
shoes before he buys any.’ 


Mr. Harris—*“That’s just it. Have you ever observed 
how many people will look at the shoes in a window 
and then subconsciously look down to check on the 
condition of the footwear they are wearing. This 
mirror will encourage this tendency. The customer 
will subconsciously compare—and comparison of the 
new shoes with the old will draw them into the store 
to buy new shoes. Not bad, huh!” 


O. P. Ideator—*‘Not bad, I think your idea and rea- 
soning is excellent!” 











A round stick, about four inches 
long, is sharpened to a point at each 
end. The two points are inserted in 
the two top eyelets, spreading the 
throat of the shoe apart. The shoe is 
then placed in front of the window 
display, heel to the glass, and sells 
itself on all points of interior con- 


struction. 
* * * 


New Fields to Contact 


The prestige-building efforts of 
buyer Harold Parsons of the Famous 
Barr Co., St. Louis department store, 
has resulted in a considerable increase 
of business for the Sorority House 
shoe department throughout the col- 
legiate term year. Mr. Parsons is a 
progressive retailer who believes that 
considerable shoe business can be 
developed outside of the store by play- 
ing up their Sorority House name and 
styles before the co-eds of the leading 
universities of the mid-West. Accord- 
ingly, twice a year Mr. Parsons makes 
a tour of the leading campuses of the 
Mississippi Valley, often traveling as 
far as 450 miles from St. Louis in 
order to visit the leading sorority 
houses. 

For demonstration, Mr. Parsons 
carries a stock of a hundred-odd 
samples, arranged in a folding case 


in order to permit quick display in 
the living rooms of from five to ten 
sorority houses a day. His policy is 
to write the house mother, informing 
her of the date of his expected arrival 
in town, and after explaining that he 
is bringing the leading styles of the 
day, he asks for permission to set up 
his shoes for a few moments during 
the day.. Once inside the sorority 
house, the Famous Barr shoe buyer 
points out the style features of his 
line, and recommends various types 
for sports, dress and campus wear. 
No particular effort is made to write 
up sales, although enough shoes are 
invariably sold on the spot to pay 
the expenses of the trip. Later busi- 
ness resulting from the universities 
visited has proven its value to the 
extent of about 30 per cent of the 
department’s mail order business. 


a 


“Go Places in Comfort, Arrive in 


Style!” 
(Rich’s, Atlanta) 


* + 


Milk Bar 


We have noticed the use of a milk 
bar in a number of stores as a little 
extra service to the customer. These 
units, some stationary, some on wheels, 


some designed like circus wagons 
or brightly colored animals, usually 
dispense milk in five-cent containers. 
They are a feature attraction to all 
children up to the age of eighty, and 
are a useful drawing card to any de- 
partment or store catering to the 
younger generation. As a matter of 
fact we can’t think of a better way to 
keep children contented while you 
are trying to fit them to a pair of 


shoes. 
* * * 


Profit in Extras 


There’s a new Flagg Bros. 
store on Broad Street, Newark, N. J. 
Its design reflects the modern trend 
of simplicity, plenty of light—hboth 
natural and artificial, emphasis on 
glass and display area and liberal 
use of metal trimming. 

One thing that impressed us par- 
ticularly about their window displays 
was the considerable emphasis on 
accessories—leather belts, colored sox, 
garters, spats, artificial boutonnieres, 
shoe trees, etc. And coupled with a 
liberal display of their latest model 
shoes is a sign reading, “If it isn’t in 
the window, there are many more 
styles inside from which to choose.” 
An excellent way to bring the buying 
public into the store. 


shoe 











BOOT ano SHOE RECORDER, February 17, 1940 


gy 


THE CHEMIST’S TEST TUBE PLAYS A 
STAR PART IN THE LABORATORY— 


CONTROLLED PROCESS OF TANNING 
KISTLER “BENCH-BRAND” SOLE 
LEATHER 


It is the test tube that holds the solutions to which the 
chemist’s keen eye turns, to detect any minute reactions 
that may exert an influence, favorable or unfavorable, to 
quality. Slip-shod methods of tanning are taboo for us, as 
we know the results can be anything but beneficial to the 
standard of excellence everywhere credited to 


KISTLER “BENCH BRAND” 
SOLE LEATHER 


Under no circumstances will we compromise with quality 
to gain some market advantage. Our tanning and merchan- 
dising costs are determined by the price of raw hides and 
the known factors of production which we have charted by 
long experience. Every pound of Kistler BENCH BRAND 
Sole Leather represents all leather and honest value. Used 
for outsoles of men’s street, dress, sport and work shoes it 
so improves styling and shoemaking, they are more easily 
and profitably sold. 


| UNCP ompiitii 


SC ON, MASS. 


WESTERN CEPARTMENT 4 CHARGE OF BCRTRAM VREEN 1012 NORTH THIRD STREET, ME. WAUKEE. Wisconsin 
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The Casual Shoe 


[CONTINUED FROM PAGE 21] 


and open sandals galore, sandals that 
had their origins from Mexico to Brit- 
ish India, as well as our own Palm 
Springs: ankle high two eyelets and 
saddle closing effects; trimmed classic 
white reversed leather made more clas- 
sic through new bluchers, bals and 
moccasin adaptations. Ventilated pat- 
terns never so smart or so comfortable. 

These new crepe and rubber soles are 
playing a tremendous part in giving 
added zest to men’s shoes for Spring. 
Crepe soles an inch thick are featured 
in several lines with other factories 
showing the regular weight crepes in 
profusion. 

Rubber sole manufacturers have pre- 
sented several new ideas in sole pattern 
construction and design. Early order- 
ing clearly indicates a tremendous ac- 
ceptance for the incorporated features. 
Red rubber soles are outselling all 
other colors by far. 

Wedge heels, both leather and rub- 
ber soles, in both casual and play kinds, 


had their first merchandising last sea- 
son. Buyers are detailing a tremendous 
number of pairs on shoes of this type. 

There is a definite merchandising 
sales-inducing slant to all these new 
things which are being freely intro- 
duced into men’s shoes by fast thinking 
manufacturers. Merchants who have 
had their taste of properly exploiting 
this new leisure footwear have quickly 
discovered the average consumer will 
invariably be a multiple pair buyer, 
even in the stores operating in the 
more moderate price scale. 

Few men buy more than one pair of 
business shoes at a time, but this same 
conservative consumer is open to many 
pairs of the colorful leisure or casual 
kind of shoes. The merchant to do the 
job must properly exploit and promote 
this merchandise in his publicity and 
thoroughly sell the idea to his sales- 
force, even to the point of having all 
the men in the store wear shoes of this 
character during the season. 


This new idea in men’s sports foot- 
wear is not for the sole edification 
of the flippant, unsophisticated, naive 
youngster or for the millionaire play- 
boy. These shoes will sell to the staid, 
conservative, yet well dressed business 
and professional men, all of whom are 
looking for lightness in weight and 
color in their sportswear apparel. Color 
in shirts, slacks and coats is estab- 
lished, now make way for color in 
shoes. 


First Absence from Shoe Fair 
Brings Many Queries 


Kansas City, Mo.—Since the Janu- 
ary 2-5 National Shoe Fair in Chicago, 
scores of letters from shoe buyers and 
manufacturers have poured into the 
office of J. O. Miller, head of the Miller 
Shoe Company, due to his absence from 
this event for the first time in ove: 
twenty years. Mr. Miller is answering 
these letters as fast as he can explain- 
ing that a severe cold and other sick- 
ness in his family prevented his making 















































MERCHANDISE 
SOURCES 
PAGES 20-21 




















1 & 2—PlaZure oxfords. Two interesting 
combinations. From Curtis Shoe Co., 
Ine. 

3 & 4—Two eyelet bluchers with punched- 
through and huarache laced foreparts. 
From Freeman Shoe Corp. 

5 to 7—Successful adaptation of the wedge 
idea in men’s using tan reversed 
and smooth calf; white buck and tan 
calf; and tan Norwegian. From Win- 
throp Shoe Co. 

8 & 9—California Casuals in a sandalized 
pattern and peasant type featuring tan 
calf strap on a neutral peasant fabric. 

10—Air-wedge sole pee ote on a Flor- 
sheim shoe in a two eyelet, high-riding 


pattern. 

11—Extremely heavy crepe sole on an 
interesting five-eyelet Norwegian blucher 
by Jarman. 

12—Conrad used chamois colored buck 
and tan calf in this interesting venti- 
lated pattern. 

13—Jarnian puts a tan wing tip and quar- 
ter foxing on this white buck monk 
shoe. Note how the custom detailing 
has been carried out in the sole. 
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14 & 15—Two shoes from Stacy-Adams, 
featuring interesting slashings on fore- 
part and perforated pig apron with 
white buck in a Norwegian pattern. 

16—Two-eyelet high-riding blucher pattern 
with wedge sole. California Shoes, Ltd. 


19—Peters Shoe Company, division o/ 
Interational Shoe Co., make this inter- 
esting three-eyelet V-throat pattern in 
leather which is embossed and punched 
to simulate a woven pattern. 

20—Corker sandal, Walk-Over’s interesting 
promotional shoe, featuring a heavy 
eork sole with crepe inset. 

21—Durbar sandal from Curtis Shoe Co., 
combining beige and tan calf. 

22—Edwin Clapp’s adaptation of the Nor- 
wegian pattern in sand pebbled grain 
with tan trim. Note the interesting per- 
foration on the saddle. 

23——Interesting use of perforations on a 
Classic monk pattern in white buck. 
From Stacy-Adams Co. 

24—W. L. Douglas makes this interesting 
ventilated pattern with streamlined per- 
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> Millions of women are indebted to 
~ TWINLASTIQUE for figure beauty— 


lence — approve it, accept it, de- 
mand it! Millions of dollars have 
been spent in advertising to give 
Flexees a following all its own. 
lexees now makes this following 
to shoe manufacturers 
placing TWINLASTIQUE at their 
‘disposal for use in footwear. TWIN- 
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“ miillions of women know its excel- 


production, from the spinning of the 
thread to the weaving and dyeing 
cf the fabric, is done in Flexees 
own mills—thus, its quality is 
controlled all the way. 


As a backing fabric TWINLASTIQUE 
always remains true to the last— 
increases the wearing quality as 
well as the beauty of the shoe. It 
may be used as a surface fabric 

. there are dozens of rare and 
beautiful patterns that only a corset 
maker can create. 


We invite you to endow your shoes 
with the same beauty that millions 
of women have endorsed in Flexees 
foundation garments. We invite 
you to share the established sala- 
bility of this approved, accepted 


/) LASTIQUE is the exclusive product elasticized fabric. We invite your 
/ pof Flexees. Every step of its inquiry—today. 
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UNITED LAST COMPANY 


56 Cherry Street BROCKTON BRANCH Brockton, Mass. 
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Winning 


Numbers 
17° 1303-1940 


WHICH MEANS IN SHOE TALK .... . 


17 Tri-Balance styles on various heel heights and lasts in a range 
of 1303 sizes and widths—all carried in-stock—to help you make 
money by influencing customers in 1940, with the right styles, the 
right sizes, at the right price. 
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Free-Tread shoes with Tri-Balance foundation now constitute a full and 
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complete line in types, lasts, sizes and widths. 


» 
4 4 
| ® 


7 


Making shoes that give long, comfortable wear is not new with 
W. B. Coon Company. Only our long experience with fine shoemaking 
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in comfort shoe construction could have brought to perfection the 
Tri-Balance principle. 
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Last season retail merchants took to this new Free-Tread development 
because it was profitable to be tied up with today’s most scientific shoe. 
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Free-Tread departments, the country over, adopted a new selling tech- 
nique and thereby enjoyed new customers, new business and new profits. 


Now is the time to take a new step forward in complete shoe selling 
—with Free-Tread lasts and patterns, built on a Tri-Balance insole, 
which gently holds the foot in a more perfect posture position. 


You can develop for yourself a steadier, more orderly business with less 
investment and more profit by walking the Free-Tread way. 


W. B. COON COMPANY 37 CaNat street, ROCHESTER, N. Y. 


47 West 34th St., New York City . 1800 Republic Building, Chicago, Ill. 
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No. 8160—Wedge—$3.00 retail 
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PLAY AND BEACH 


Exclusive patterns and materials—ready consumer acceptance— 


fine fitting—and “quality at fair prices” make SWAN Sandals 
profitable for and popular with the leading stores of the country. 


Ask us for our new 1940 Sandal Catalog 


Swan Shoe Co., Inc. 


2100 AIKEN STREET 


BALTIMORE, MARYLAND 








Bata Canadian Plant in 
Full Production 


MONTREAL, CANADA—The Bata Shoe 
Company at Frankford, near Belle- 
ville, Ontario, continues in full produc- 
tion following settlement of a disagree- 
ment which resulted in a brief walk- 
out on Thursday, February 8. It was 
learned that 300 employees took part 
in the strike, called because of wage 
difficulties. Thomas Bata, Jr., con- 
versed with the workers and said a 
wage adjustment would be made jn the 
near future, following which the em- 
ployees returned to work. 


A meeting of the workers and man- 
agement was held next day and it was 
announced full settlement had been 
reached. 


Spaulding Employees Enter- 
tained for Safety Record 


Rocuester, N. H.—As a reward for 
completing five years without a lost- 
time accident, employees of the shoe 
counter department of the Spaulding 
Fibre Co. here were entertained at a 
vaudeville entertainment in the audi- 
torium of Spaulding High School. P. 


‘W. Kimball, superintendent of the con- 


cern, was in charge. 


Expects Wedges Strong 
For Coming Season 


CINCINNATI, OHIO—R. G. Nunn, 
buyer of women’s shoes in the budget 
and higher-priced shoe departments of 
The Potter Shoe Co., is leaning defi- 
nitely toward wedges for the coming 
seasons. Wedges in black and in blue 
will lead for Spring wear, says Mr. 
Nunn. Wedges with 2% heels are 
shown in high shades of red, green, 
blue, and caramel, some of these of 
genuine alligator. 

Spectators will be extremely popu- 
lar in combinations of brown-and- 
white, blue-and-white, and black-and- 
white for summer. A Nettleton loafer 
in all-white at $8.75 bids fair to be a 
prime favorite. Many of Potter’s shoes 
may be seen on feet treading southern 
sands, says Mr. Nunn, as these travel- 
ers made their selections early. 

Miss Marcella Detmering, assistant 
to Mr. Nunn, and buyer for Potter’s 
bag department installed in the early 
Fall, is especially enthusiastic about 
selling shoe-and-bag ensembles. Miss 
Detmering has not centralized her bag 
bar, but has bags to go with shoes 
shown on each of the three floors; 
budget, higher-priced, and _ sorority 
sections. The five dollar bag is prov- 
ing most popular, with other bags 
ranging from $3 to $13.50. 

J. Dewan, buyer for Potter’s 
men’s department, predicts that Spring 
and Summer will be play seasons as 
far as men’s footwear is concerned. 
Sports attire, remarked Mr. Dewan, is 
being accepted as correct garb in 
many instances where heretofore more 
formal garb was expected. The trend 
toward sports shoes has been urged on 
by the showing of slacks and other 
casual wear for men. The sandal, 
sport and casual, in colors made up 
in bucko and pig, will be favorites. 
Also being stocked are strap sandals 
in suitcase leather to sell at $3.45 to 
satisfy the customer who did not wish 
to pay the price of a similar sandal 
shown last summer. Blues, rusts, com- 
binations of blue-and-rust, and tan- 
and-brown will be featured. Antique 
oxfords are a sturdy stand-by, and, 
mentions Mr. Dewan, canvas play shoes 
are a strong item for Summer. 

Potter’s played up their baby shoes 
with a large and attractive ad recently. 
Harry S. Gordon, buyer for Potter's 
Junior and Sorority Shops, also for 
the Hyde Park Branch, states that he 
timed this between-season ad _ espe- 
cially, and he was gratified by results 
which he termed “the best in years.” 


McKay with Atkinson 


In Boston 


Boston, Mass.—Bob McKay, form: ‘ly 
of Freeman-McKay Shoe Co., has re- 
cently become associated with Jack At- 
kinson in handling the line of Bata 
shoes made in Beleamp, Maryland. |3ob 
is now on a trip to St. Louis. 
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Hide Futures Advance 
Slightly 


New York—New buying through one 
of the largest brokerage houses offset 
offerings of the hide trade on the New 
York Commodity Exchange last week. 
Prices advanced 8 to 9 points. 

Speculative willingness to accumu- 
late hides, despite mixed sentiment in 
the trade itself, was based on continued 
expectations of broader demand by na- 
tions at war plus the favorable statisti- 
cal position of the industry. Domestic 
visible stocks of cattle hides and leather 
are the equivalent of 12,800,000 pieces, 
a comparatively low figure. 

Little news of an encouraging nature 
was forthcoming from the spot hide 
market at Chicago or the Boston leather 
markets. Trade selling of hide futures 
was not attributed to pessimism, how- 
ever, but rather to the favorable spread 
between hide futures and spot prices in 
Chicago. Thus hide dealers found it 
advantageous to buy hides in Chicago 
and sell futures in New York as a 
hedge. 

The volume of trading in futures was 
moderate, totaling 985 contracts or 
39,400,000 lbs., compared with 835 con- 
tracts (33,400,000 Ibs.) the previous 
week. Volume of trading increased 
toward the week-end. This resulted 
from increased demand from commis- 
sion houses and an increase of switch- 
ing operations—that is, buying of 
March futures and selling June’s or 
September’s. 


Chicago Spot Market 


Sales in Chicago were light, total- 
ing about 30,000 pieces for the week. 
Tanners were generally withdrawn 
from the market. Demand was largely 
from traders buying as an arbitrage 
against futures. Prices were steady, 
but February saltings were included in 
the lots. Since February hides are of 
poorer quality than January’s, the 
prices actually represented a slight 
advance. 

The South American market re- 
mained above domestic quotations. 
Consequently, Europe was again the 
principal buyer in Buenos Aires. Cables 
reported that unsold stocks of heavy 
standard frigorifico steerhides were 
limited to 20,000 pieces and holders 
were asking 14% cents per lb. The last 
sale was reported at 14%. 


Foreign Hides and War 


Reports -were verified in the trade 
of a moderate volume of inquiry for 
army leather and shoes from Europe. 
However, actual buying has been limit- 
ed. England, for example, has pre- 
ferred to buy from her own dominions 
in order to conserve dollar exchange. 
Broadly speaking, cattle hides can come 
from only four countries besides the 
United States. These are India, New 
Zealand, Canada and Argentina. One 
commission house summarized this sit- 
uation by stating that slaughter in 
India is restricted because of the re- 





E’RE TELLING the story of the 
W é Point Fitting Plan to mothers 
in strong consistent national adver- 
tising in two great magazines, selected 
because of their proved popularity 
with mothers—because they reach 
your best prospects for Buster Brown 
Shoes — Ladies’ Home Journal and 
Parents’ Magazine. 

The Plan will be announced in two 
full-page advertisements—one in the 
April Journal, out March 8, and one 
in April Parents’, out March 15. 


These insertions will be followed by 
an advertisement every month in 
Ladies’ Home Journal during your 
big Spring selling season, plus addi- 


tional insertions in Parents’—in all a 
combined circulation of 10,707,852. 
* > . 

Now ready are large posters illustrating the 
new Buster Brown 6-Point Fitting Plan; also 
Official Certificates, window cards and other 

materials for store use. 

Smart retailers are ordering their material 
now so they'll be ready to tie-in with the im- 
portant national advertising when it appears in 
March. It will be money in your pocket. 

If you aren’t handling Buster Brown Shoes 
it will pay you to find out if there is a franchise 
open in your city. 


Tscoun. Shoe Gompany 


Manufacturers . . . St. Louis 


Also manufacturers of Buster Brown Official 
Boy Scout Shoes and Official Girl Scout Shoes 


BUSTER BROWN SHOES 


TOT TO TEENAGE 
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ble. 
know. 


shanks for appearance. 





PLAY POISE 
HEALTH 
SHOES 


The only feature shoe 
with ten distinctive 
features that we 
know of to retail at 
less than $4.00. 














— Virginia Shoe. 
STYLE-VALUE-LITTLE PRICES 
COMPLETE STOCK SERVICE 


THESE ARE THE OUTSTANDING FEATURES 
OF THESE DRESS UP SHOES FOR 
CHILDREN AND MISSES 
They are Littleway Lockstitch for strength. Light, dressy, dura- 
They will deliver more service than any light weights we 
Soles are highest grade oak bends, clear stock, full 
eight iron at all wearing points, feathered down at edges and 


Celastic box toes, shapely for the life of the shoe. Patterns and 
lasts DO FIT. Trials in service prove it. 


AND PRICES 


$1.50 for 84% to12 $1.5714 for 124% to3 
LESS 5%—30 DAYS 


Fifteen styles to pick from. We show 
only three. The catalog, just out shows 
the others. 


Send for it. 


VIRGINIA SHOE CO. 


FREDERICKSBURG, VA. 








ligious protection to cattle in that coun- 
try. Argentine and Canadian produc- 
tion is already well absorbed. New 
Zealand is a relatively small producer. 
Thus any intensification of the war 
would increase belligerent demand for 
American hides and leather. 


Current Leather Market 


In a between-season period, leather 
markets last week were dull. In sole 
leather, light cow crops were quoted 
nominally at 36 cents lb. at Boston. 
Prices of upper leather were unchanged 
on a reportedly small volume of sales. 

Cattle hide imports into the United 
States during 1939 were four times 
as great as those in 1938, figures issued 
this week by the Department of Com- 
merce show. Imports for 1939 totaled 
2,717,000 pieces compared with 567,- 
000 in 1938. 

Calf and kipskins likewise arrived 
here in large volume, or 3,717,000 pieces 
compared with 2,983,000 the previous 
year. However, since the war, calf and 
kip have been difficult to obtain. In 
December calf and kip imports were 
209,000 pieces, or 375,000 pieces under 
December, 1938. 


To Hold Pre-Easter Exhibit 


Des Mornes, Ia.—E. N. Ochsner, 
president of the Iowa National Shoe 
Travelers’ Association, called for a spe- 


cial meeting recently at which plans 
were outlined for a pre-Easter exhibit 
of shoes at the Hotel Fort Des Moines, 
March 10 and 11. 

The following committees were ap- 
pointed: Insurance: H. M. Dilley, 
chairman; W. N. Wiese, Joe Wheeler, 
Jack Clark and Willard M. Griest. 
Hotel Reservations: O. R. Connolly, 
Hotel Fort Des Moines. Resolution: 
Harry Barton, chairman; H. S. Marple. 
Entertainment: O. R. _ Blechinger, 
chairman; C. P. Ortlund. Welfare: 
A.C. Robertson, chairman; Otis Brund- 
age. Membership: C, F. Payton, chair- 
man; H. D. Stanford, E. I. Giddis, A. 
H. Brown, Dave Russick, F. C. Dun- 
kard, E. R. Caudle, E. S. Welch, E. C. 
Cooper, Tom Toohey and A. N. McKay. 


U. S. Rubber Net Income 
Over Ten Millions for ’39 


New YorkK—Net sales of $195,310,- 
847, and net income of $10,218,849, are 
two of the highlights of the annual 
report for 1939 of United States Rub- 
ber Company—a report issued today 
and marking the most successful year 
of the company’s business in more than 
a decade. After providing the full 
dividend of $8 a share on the preferred 
stock, there remained $3.18 a share on 
the common stock, based upon the aver- 
age number of shares outstanding dur- 
ing the year. 


F. B. Davis, Jr., president and chair- 
man of the board, in an accompanying 
statement noted that it had been pos- 
sible this year to issue the report to 
stockholders a full month earlier than 
had been the company’s practice in 
former years. In his comment, Mr 
Davis said that one of the most inter- 
esting stories told by the consolidated 
balance sheet and consolidated incom« 
account in the report might be strik 
ingly summarized into a quick analysis 
of the company’s cash position. 

“During 1939 we paid dividends on 
the preferred stock of nearly $8,000,- 
000, more than $5,000,000 in cash for 
the acquisition of the assets of The 
Fisk Rubber Corporation, made capita! 
expenditures of nearly $6,000,000, re- 
tired about $1,000,000 in funded debt 
—and yet ended the year with onl) 
about $2,000,000 less in cash than we 
had on December 31, 1938,” he said 
“Full details in exact form, of this 
quick analysis, are in the report.” 


Barbee Named Shillito 
Men’s Buyer 

CINCINNATI, OH1I0—Dean Barbee has 
been appointed men’s shoe buyer of th 
John Shillito Co. 

Mr. Barbee has been in the shoe fie! :! 
a number of years, having been assoc'- 
ated with the Potter Shoe Co. of this 
city. 








eld 
oci- 


BOOT ann SHOE RECORDER, February 17, 1940 


CHAMPION IN THE 


REG U S. PAT OFF 


SUPER ELASTIC YARN 


“Darleen’s” practicality has been forcefully demonstrated by the over- 
whelming success of elasticized shoes for early spring selling. ELASTI- 
CIZED WHITES headline the summer collections. The uniform stretch and 
better elasticity guaranteed by the use of fabrics employing a super- 
elastic yarn enable the shoe retailer to stress WEAR as well as BETTER 
FIT. Palatine’s “harmony failles” (matched perfectly to buckskin, kidskin, 
caliskin) are outstanding examples of “DARLEEN”-elasticized shoe cloths 


which are not only fashion-right but smoother-fitting and more serviceable. 


PALATINE CORP., 357 FOURTH AVE., NEW YORK 
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ws 
ee GUNISHANK 


No matter how high the arch — 
proper construction is obtained 
with UNISHANK. There is no more 


reliable way to build durable 


strength and weight-bearing se- 
curity into women’s shoes than by 
UNISHANK using the UNISHANK method. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 











BOOT anv SHOE RECORDER, February 17, 1940 


SOLVES LASTEX 
SHOE CLEANING PROBLEM 


@ The enormous and growing popularity of 
stretchable shoes made with “Lastex” yarn, in- 


vented and patented by Alfred Vamos,* has 


brought a new cleaning problem in the case of 


stretchable fabric shoes. Experience has shown 
that ordinary cleaners are liable to loosen the 
cement used in laminating the surface material 
with the “Lastex” yarn backing and to cause 
bleaching and discoloration. To solve this prob- 
lem, Alfred Vamos, in cooperation with Everett & 
Barron, nationally known manufacturers of shoe 
cleaners, has worked out a formula for a new type 
of fabric cleaner, which will have no injurious 
effect on “Lastex” or rubber either in the form of 
yarn or cement. This Vamos cleaner is sold solely 
through Alfred Vamos, 406 Marbridge Building, 
New York. 

@ Vamos Elasticleaner is sold at a price to permit 


the customary mark-up on this type of merchandise. 


ALFRED VAMOS 


Inventor of Stretchable Shoes and Specialist in Lastex Shoe Products 


406 Marbridge Building New York City 


*PATENTS ASSIGNED TO UNITED STATES RUBBER CO. 





























142] 


Industrial Stores Convention 


CLEVELAND, OHIO — Plans are being 
made to take care of 1000 or more in- 
dustrial store buyers at the 14th annual 
convention of the National Industrial 
Stores Association to be held at the 
Hotel Cleveland, August 19, 20 and 21. 

According to Hull Bronson, Execu- 
tive Secretary, with headquarters in 
Washington, D. C., a large Merchandise 
Exposition showing over 125 lines of 
manufacturers will be a feature of the 
convention. 

The 1939 volume of the National In- 
dustrial Stores Association membership 
reached $250,000,000. The majority of 
the industrial stores are operated by 
or affiliated with companies in the coal, 
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steel, textile, lumber and other major 
industries. Nearly all carry lines of 
shoes and operate footwear depart- 
ments. 


William Amer Co. Erects 
New Building 


PHILADELPHIA, Pa.—The William 
Amer Company broke ground this week 
for the erection of a new building, ad- 
joining the main tannery at American 
and Willow Streets, Philadelphia, to be 
utilized as a laboratory and experi- 
mental tannery. 

The William Amer Co., manufac- 
turers of kid leathers, have been esta 
lished in the glazed kid business in 
Philadelphia for over 100 years. 





Jast Published—NEW—Up-to-the-Minute! 


YOUR INCOME TAX 


HOW TO KEEP IT DOWN 


1, By knowing each and every deduc- 
tion to which you are justly entitled. 


2. By learning how to prepare your in- 
come tax return guickly and cor- 
rectly ... thus avoiding future as- 


sessments, penalties and 


interest 


charges. 


This Book Includes 
Check Lists 





of exemptions and deductions, 
to make sure you overlook nothing to 





which you are justly entitled. 





“Your Income Tax,” by K. 
Lasser, C.P.A., is new, comp etely 
up-to-date, covers every Federal 
income tax requirement and every 
change of the past two years. 
Written in simple, untechnical 
language, it is the quickest and 
most accurate help ever devised 
for income tax payers. 


This book will save a great deal 
of your time, enable you to keep 
your tax down, and avoid the 
trouble of later assessments. We 
offer it on this double guaran- 
tee: 1. Look through it. If you do 
not agree it will be of definite help 
—return it, your money will be 
refunded. 2. OR—after you have 
made out your return with this 
book’s help, if it has not actually 
saved you time and money, return 
it then, we will refund its fuil 
price to you. 


ACT NOW—This book is avail- 
able at all book and department 
stores ...or direct from the pub- 
lishers, Simon and Schuster, Inc. 


Dept. 42, 386 Fourth Ave., New York City. 


It contains: 


178 Items Which You May Exclude From 
Your Gross Income. 


75 Different Taxes Deductible by an Indi- 
vidual. 


9 Types of Charitable Contributions Which 
Have Been Approved as Deductions. 
Made If 


225 Deductions Which M 
Business 


a 
= Are Engaged in a Trade, 
rofession. 


7, Cha es in the Law During 1939 Af- 
Statutes, Rulings and Decisions. 
r, p wabecs nova as to Security Trans- 
actions. 
122 Deductions Which May Be Made by 
Salaried Men and Women. 


PRICE 
$40 


SIMON AND SCHUSTER, Inc. 
42, 386 F an oe NY 


letely indexed— 
with quick guide to 
each and every line in 
your tax blank. 


Note: If resident of N. ¥. City, add 2¢ Sales Tax 


Sixty Years in the 
Shoe Business 


SPRINGFIELD, Mass.—Lincoln C. 
Haynes, treasurer of Springfield’s old- 
est retail shoe firm, Morse & Haynes, 
is this year celebrating his sixtieth an- 
niversary in the business. He waited 
on his first customer in Jan., 1880, 
at the old Morse Family Shoe Store, 
and in July, 1881, he went to work for 
O. D. Morse, father of the late Frank 
Morse, who later joined with Mr. 
Haynes as Morse & Haynes. In 1895 
the firm of Morse & Haynes was es- 
tablished, incorporated in 1914, and it 
carries on today with the president of 
the concern, the office boy of ’95, Eugene 
B. Ward. 

Morse & Haynes customers often 
travel and shipments are made to Flor- 
ida, India, China, Australia, California. 
Special orders for special shoes are re- 
ceived from customers far from Spring- 
field. 

Many of the people he has served for 
so many years have names closely 
linked with Springfield’s history, al- 
though his clientele includes persons in 
all walks of life. Well-known persons 
who have traded with him are legion, 
among them Mrs. Grace Coolidge, who 
once bought a new pair of shoes and 
left the old ones in the store. 

Mr. Haynes’ son, Walter, is assistant 
treasurer of the present firm. 


Kansas City Stores Modernized 
Kansas City, Mo.—With remodeling 


complete and new structural glass 
fronts in place, both of the Macy shoe 
stores of this city have been com- 
pletely renewed from front door to 
back. According to Charles E. Milens, 
president of Macy’s Shoe Stores, Inc., 
the new merchandising policies of the 
stores will be divided: The 1021 Main 
Street Macy’s will sell only adult foot- 
wear, while the 1102 Main Street 
Macy’s will be this firm’s footwear- 
for-the-entire-family store. 

Greatly increased sales in 1939 and 
the company’s intention to keep abreast 
of modern trends in architecture were 
given by Mr. Milens as reason for the 
remodeling. One of the most impres- 
sive neon store-front signs in Kansas 
City’s downtown district has been pur- 
chased for the 1021 Main Street store 
at a cost of $4,100. 


Blue Leader for Spring 


Cuicaco, Itt.— Blue as a leading 
fashion color for Spring in all types 
of apparel with matched accessories, 
including shoes, is being given consid- 
erable promotion by Marshall Field & 
Company. Indigo blue, promoted un 
der the general theme “Mood for Indi 
go” is the name given the color which 
was featured in the store’s recent fas 
hion showing. It is described as blue” 
than navy and more luminous than 
royal and recommended to be worn wit! 
matching shoes, bags, gloves, and hats. 
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Made slimly lovely, made com- 
fortable with CONTROLastic* 


Stretchable footwear will be more im- 
portant than ever this Summer. This 
featured style by Laird, Schober, isa 
splendid example of the new artia shoes 
that molds the foot... to slim, lovely 
proportions and at the same time supports 
and comforts. 

Such shoes flatter the foot. +e but more. 
They are as alive as young muscles. Per- 
fect“give” for Summer comfort is achieved 


by the skillful use of CONTROLastic 
backing. 


“CRESSIDA” 
by Laird, Schober 
° 

A beautiful shoe translated 
from Spri black twill and 
patent, to Summer's white 
twill and navy calf. Sleek fit 
an ummer comfort assur- 


ed by the easeful firmness of 
Controlastic. 


IN FOOTWEAR - 


Firestone CONTROLastic, the elastic 
that controls, has lasting firmness and 
elastic life, through its ingenious patented 
multi-ply construction (Nature’s secret of 
strength). Each tiny strand is made ofthree 
to five wrapped layers of pure latex. Each 
layer in turn resists the deteriorating ef- 
fects of foot perspiration. So CONTROL- 
astic backings for stretchable footwear 
assure long-lived customer satisfaction. 

You can’t afford to overlook elasticized 
shoes this summer—with CONTROL- 
astic’s unique construction. It gives youa 
quality story to tell eee convincing sales 
appeal. Specify CONTROLastic back- 
ing for all your stretchable shoes. 


NOW ...IN ELASTIC SHOE BACKING ... IT’S 


Firestone 


* Reg. U. S. Pat. Off. 


The only Elastic Yarn using Nature’s 
Method of Multi-Ply Protection 


FIRESTONE RUBBER & LATEX PRODUCTS CO. 
Fall River, Mass.+ Empire State Bldg., N. Y. (Phone LO 5-2835) 





1272 Witte Hike Blue Kip Beddion Blee Rub- 

1275 White Bik, Tan Kip Saddle—Red Rubber 

1278 Natural Luggage Leather — Tan Rubber 
~~ Sizes AA to C 4/9 


@ 
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a new Leisur-Tyme Shoe by 


Srllabyugt 


the makers of Evans Slippers 


Leisur-Tyme Shoes—that’s what everyone will 
be wearing this summer. And the “Strollabout” 
by Evans will rate high in popular favor. You 
know what the Evans standard is—and so do 
your customers. 

Be ready for the early buyers. Order now. 
Styles will be instock March Ast. Folder listing 
instock styles sent on request. 


L. B. EVANS’ SON COMPANY 
Wakefield, Massachusetts 


Tan Luggage Leather— Brown Rubber Sole 

(illustrated) 

5085 Tan Pebble Grain 

5062 Blue Pebble Grain 

5069 Burgundy Pebble Grain 
Siees B. C, D 6/11 





Spring Forecasts Given at 
American Retailers’ Show 


St. Louis, Mo.—Forecasts for pos- 
sible retail store shoe selling for Spring 
were made at the recent American Re- 
tailers Association Spring Fashion 
Show at the Hotel Jefferson, as 
pumps with built up designs, fabric 
play shoes in high models and elasti- 
cized insteps combined with alligator or 
the alternate smooth leather. 

While open toes were given favorable 
showing the open heel got merely a 
bare nod of attention, and this strictly 
in the casual type shoes, where action 
was not particularly strong. Perfora- 
tions and small cutouts marked the 
attention for side openings. 

The complete black patent leather 
pump was highly favorable in the show- 
ing, especially in the plain styles. 

Spectators received varied showings, 
with alligator prominent, with pumps 
in brown, all-black, navy and white 
with navy, black or brown, all being 
displayed with emphasis. Open and 
closed toes shared interest. 

Tailored type shoes saw closed toes 
as a main feature with walled lasts. 
The built-up shoe with elasticized in- 
steps combined with alligators or calfs 
were also important features in the 
showing. The front cutouts were most- 
ly in the eyelets or tear drops. 

Important colors in the round square 
and V-throated pumps were navy, beige, 
black and rust with smatterings of 
brown. 

How well wedges will sell in connec- 
tion with Spring and Summer wearing 
was determined by Boor aNpD SHOE 
Recorder in interviews with visiting 
retailers, who stated an advance prefer- 
ence for the extremely high or the low 
squat shoes, with scintillating colors. 

That the wedge will play an impor- 
tant part in the selling for resort 
dress shoes was also indicated, with 
the inclination toward bright colors in 
plain pump designs, with some interest 
in the sandal style. White is expected 
to be a predominating color in the 
complete color selections. 

New interest is on the docket, judg- 
ing from convention notes, in the cork 


and cushioned soles, although the thick 
soles will not be overlooked in the play 
shoes. Sandals in play shoes have been 
selected with prints and all white. 

Some keg heels were favored with 
attention, but the higher heeled types 
drew the greatest favor. 

The extreme shoes are forecasted as 
being outstandingly popular this Sum- 
mer and while buyers winced at some 
of those shown, they indicated that 
they could see how consumer interest 
was trending and intended to be in line 
for the “extremes” to service their cus- 
tomers. 





“Findings Chief” 


made of a slipper, some shoe horns, heel 
suede brushes 


cups, , bunio 
tarsal buttons and laces. One 


n pads, meta- 
use for 
those extra findings, anyway. 


“Regular” Winter Clears 
Rubber Stocks 


INDIANAPOLIS, IND.—Local shoe mer- 
chants are unanimous in reporting the 
biggest business in the sale of over- 
shoes in many years, during the past 
weeks of inclement weather. Stocks in 
several instances had to be replenished 
almost daily to meet the urgent de- 
mand. The unusual and severe weather 
with temperatures at zero and sub-zero 
was credited for the all-time high sales 
volume, 

Men and women both are demanding 
heavier footwear, and the sale of suede 
footwear has slackened due to the ad- 
verse weather conditions. Women are 
showing more interest in kid and calf 
shoes, which is also true of children’s 
footwear. 

Men’s shoes are of the heavier types 
and meeting with excellent success. 
There is some call for style shoes, but 
the volume is negligible. In the heav- 
ier type styles, half and full soles 
heavy to the extreme are popular, in 
smudge finish and grain leathers. Ac- 
tivity is especially pronounced in heav- 
ier shoes for men, women and children. 


Fletcher Buys Outlet Store 


MITCHELL, IND.—Otha Fletcher has 
purchased the Outlet store on Main 
Street from A. C. Colker. He has been 
manager of the store since it was 
opened in 1930. 

Mr. Fletcher has announced the store 
will continue to carry shoes for men, 
women and children and that the pres- 
ent stock will be enlarged. Mr. 
Fletcher is widely known to the shoe 
trade in this section. 


4000 Miles for Good Shoes 


SHELBYVILLE, IND.—The Japanese- 
Chinese war has its effect in this city. 
One of the local shoe merchants re 
ceived an order from Mrs. Martha 
Kaelin, of Yokohama, Japan, for a pai: 
of shoes for her daughter. In the let- 
ter she pointed out she was unable t 
obtain any shoes in Japan except one- 
made of pressed paper. 
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For SPORT 


WATERPROOF FOOTWEAR FOR AMERICA’S 
GREATEST SPORTING SEASON AHEAD... 


Hue 
'S Ni (i PROOF 


E IN USA: _@ 


ANGLER SPORTING BOOTS 


Olive drab uppers, outsole, heel, 
dual foxing, inside toe cap, stretch net 
lining, inside leg harness with cleats. 


DE LUXE: Light, snus, ankle-fitting, 
no snu 

TROLLER: Olive drab, light - et 
sporting boot with 
cleated sole. 


For WORK 


-..- AND ALSO FOR WET 
WORK DUTY EVERYWHERE — 


Specify MEN’S SHORT 
SNAG-PROOF iki? 
—the standard of quality Black upper, red. sole 


eel, dual foxing, heater MEN’S STORMKING 


in rubber footwear since “is. duck lined. SNAG-PROOF STANDARD 
1876 FIRST QUALITY BOOT 


Black upper, red sole, heel, dual 
foxing, heater finish, duck lined. 
LARGE STOCKS IN NEW YORK AND 
ROCK ISLAND, ILLINOIS 


for prompt delivery, everywhere. 


LAMBERTVILLE DIVISION OF 
SERVUS RUBBER COMPANY 


Offices & Stock Rooms Factory & Stock Rooms 
328-330 Broadway, New York City Rock Island, IIlinois 
































SPRING 


Aitractive tulip design in deep 
purple and green on shell pi 
background. Ticket in harmon- 
izing colors. 




















CARD HOLDERS 


Two styles available: Natural 
wood finish as illustrated 
above; or oval base-burnished 
gold—three color trim. These 
modernistic holders take any 
size card, and harmonize with 
the finest window display fix- 
tures. 





Supplied with annual services. 
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Everyone Passing 
is a Possible Prospect 
SELL THEM 


DISPLAY CARD SAMPLES, HARMONIZING TICKETS 
and SELLING MESSAGES SENT ON REQUEST 






14 snappy and informative selling messages 
each month for men's, women's, children's shoes. 
women's hosiery, store service, fitting, quality, styles. 
Single cards, 60¢ each—without text, 35¢ each 
(PRICES FOR MONTHLY SERVICE SHOWN ON OPPOSITE PAGE) 










ATTRACTIVE HAND LETTERED PRICE TICKETS 


In popular denominations and blank. Samples of in-stock 
tickets available. 
WITHOUT STORE NAME: 6 dozen, $1.10—!2 dozen, $2.00 


WITH STORE NAME: 100 tickets, $3.00—200, $5.00 
CHECK WITH ORDER, PLEASE, UNLESS C.O.D. PREFERRED 


















MERCHANDISING AIDS 





Polly Clips 
Ly Cup For Price Tickets — Adjustable 








for Price Tickets —Tilt at any angle. 
NT rN soos ae $2.25 
J eee ere Pere $4.00 










Recorder Stock Record 
Tickets 


for shoe cartons. Cyclone clips 
Natural View included. 


SHOE HOLDER) nn ws. $1.25 








Polly Shoe Holder 


to display arch, branded, and 

fibre-sole shoes. Always re- 

mains in upright position. 
eccesecovece sescesaesé 


ity 
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Increase Boys’ Shoe Sales 
by Educating Mothers 
By Harry M. Nelson 


A GIFT pair of shoe laces in a sales letter, and an 
educational program designed to impress upon mothers 
of growing sons that the latter should not wear a pair 
of shoes longer than four months, have been the means 
of increasing the business of the men’s and boys’ shoe 
department of the Capwell, Sullivan & Furth depart- 
ment store in Oakland, Calif., by some 15 per cent. 

“The laces are a gesture of good will,” said H. H. 
Dutch, manager of the department. “We found that 
this small gift tends to make the customer remember 
us the next time he’s in the market for shoes. We 
know this is true, because we've had many persons 
come in for shoes and make a point of thanking us 
for the laces we had sent them. They were well 
pleased. 

“What pleases them is that we send them laces suit- 
able for the last pair of shoes they purchased from 
us. We are able to do this because we have a card file 
of our customers, which lists the date of sale, style, 
price, etc., of the shoes sold in each instance. This 
record includes our cash customers, as well as our 
charge accounts. 

“We get this data from the cash customer, by telling 
him we like to keep a record of the size and style of 
shoes sold, so that if he wishes to order another pair 
by phone, say, we could fill the order by simply re- 
ferring to our files. We also mention that we want to 
let him know sale dates and any bargains we may have 
to offer. We seldom have a turn-down on this request. 
What customers we do miss are those who come in 
when we are busy and haven't time to ask for these 
details. 

“We send out on the average of 3000 sales letters 
containing shoe laces. We do this twice a year—in the 
Spring and Fall. The letter is mimeographed, and tells 
about new stock received, styles and prices. If any of 
these letters come back because the addressee can’t be 
located, we remove these names from our files, so that 
our record is kept up to date. We estimate this shoe 
lace letter accounts for at least five per cent of our 
business. 

“We've been able to increase our sales in boys’ shoes 
by about 10 per cent,” Mr. Dutch said, “because we’ve 
made it a point to call the attention of mothers to the 
fact that their sons shouldn’t wear a pair of shoes more 
than four months, or five at the most. Otherwise they'll 
very likely have trouble with their feet. 

“By keeping a record of every sale made, listing the 
date and especially the size of the shoe, and then com- 
paring this data with the boy’s next pair of shoes, 
we've found that the average boy from 7 to 15 years 
of age will take a size larger shoe in about five months, 

[TURN TO PAGE 60, PLEASE] 








Want to break par on your golf sales 
this Spring? For years Bass Sporto- 
casins have held an undisputed posi- 


tion in the 
a 


olfers know that for re 


olfing field, because 
foot comfort on the 


airways, Bass Sportocasins are tops. All three 
have True Moccasin construction which means 


a single piece of leather extends completely 
around the foot .. . no innersole, no walt, 
real comfort for golfing feet. 


Why not order from these 
three today and at the same 
time ask for FREE illustrated 
catalog showing other smart 
models. 


just 





212 is made from 
imported French 
Veal and white 
Elk leather, with 
leather soles and 
heels, and Turf 
Hugger detachable 
spikes. Priced to 
retail at $12.50. 








409 — Imported 
brown French Vea! 
leather. Features 
double construction 
with maximum 
water resistance. 
Leather soles, 
heels, Turf Hugger 
spikes. $16.00 retail. 








5463 is made from 
black Veal and 
white Elk leather, 
and leather soles 
and heels with Turf 
Hugger spikes. 
Priced to retail at 
$11.50. 





G6. H. BASS & co., Dept. BS-35, Wilton, Maine 


BASS 
SPORTOCASINS 
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Today Wohl! Shoe 
Company backs 
this policy with 
onally adver- 






_ egnized as the 
- outstanding lines 

In the action-price 

field. If you are 
interested in ob- 
taining a more 
profitable opera- 
tion in your shoe 
department, write 


today... 



















{ THE SIXTH 
OF A SERIES 


» WOHL SHOE COMPANY 


1601 WASHINGTON AVE. SAINT LOUIS, MO. 




















NATIONALLY ADVERTISED IN TWENTY-SEVEN OF THE NATION'S LEADING MAGAZINES $3. 10 $4. 































Patent 
belts, tq 
hat. 
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THIS WEEK IN THE 





Saturday, February 17, 


SHOE TRADE 


1940 


National News 





Shoe Picture Colorful in South 





Wedge and Platform Types Strong in Resort Business— 
Whites Popular with Many Trim Versions 
in Varied Colors 


Miami BeacH, FLA.—The shoe pic- 
ture as it shows up along Lincoln Road, 
here, is a gay one. Very colorful are 
many of the showings and there is an 
unusually wide range of fabrics being 
used, including lace, chambray and 
gingham. The open toe is seen every- 
where, and more emphasis is being 
given to back treatment. All shops are 
showing platform or wedge soles. While 
open backs as we have had them are 
not important, there is a new type of 
open heel or back that is having a 
good early acceptance. 

Delman is showing some clever san- 
dals of jungle print with side-drape of 
eerise kid. They are also featuring a 
platform sole with what they term a 
“cup” heel—a round cutout in the heel 
section which makes the shoe lighter 
in weight and breaks the long line from 
heel to toe which has been one of the 
objectionable features of the wedge 
sole. 

Saks is showing a lot of wedge soles. 
Their evening sandal in white satin and 
silver kid shows the two materials in 
striped inlay which breaks the solid 
sole effect. The same version has been 
developed in a daytime shoe of white 
buck with tan ealf, red or bright blue 
suede. 

I. Miller is doing more with the 
closed heel and regular sole. Impor- 
tant is a classic spectator pump of 
white doeskin trimmed with turf tan 
or blue calf. Alligator pumps with 
wide butterfly bow trim is another 
favorite. They are featuring black 

tent pumps with matching bags and 
ote topped by a shiny black straw 

t. 


Burdine’s is offering a new Sunshine 
Fashion collection of shoes designed for 
them. In this collection there are no 
open heels but several with open toes. 
They combine white with colors and 
solid pastels. All these shoes show 
considerable front decoration. 

The new Ansonia shop is playing up 
wedge soles. They offer the striped 
effects which are a feature of Saks, as 
well as the port hole or cup version of 
Delman’s. Many of their most popular 
models have reptile trim. 

At Jay Thorp’s they report that the 
wedge effects are steadily gaining in 
popularity. They are showing a good 
looking port hole oxford in linen and 
calf combination. Special shoes have 
been designed for wear with slacks and 
play clothes—shoes which introduce 
color combinations such as red, white 
and blue. This is another shop show- 
ing the same model developed for dif- 
ferent occasions, in silver or gold kid 
for evening and in suede, calf or linen 
for daytime use. They have matching 
bags, hats and shoes in colorful prints. 

A new outlet for shoes this season 
is the Minna Lee shop where Sommers 
shoes are being featured. Irving Som- 
mers, who is personally in charge, is 
showing clever wedge sole sandals of 
chambray and gingham. He is re- 
porting that a lot of red is moving. 
Cognac tan and white is a new foot- 
note combination. Shoes are matched 
to turbans and every’ shoe has its own 
bag. 

At Rothman’s they are featuring the 
corset back lace idea and it is having 
a good acceptance. Colored snake and 
patent is a good combination. 


T. R. Barbee to 
Represent Nunn-Bush 


CINCINNATI, OHIO — Taylor Barbee 
has recently resigned his position of 
men’s shoe buyer of the John Shillito 
Company, Cincinnati. 


T. R. BARBEE 


Mr. Barbee joins the selling staff of 
the Nunn-Bush Company, Milwaukee, 
Wis., and will travel in Louisiana and 
Arkansas. 

He is well equipped to sell this line 
of men’s shoes as he has sold them at 
retail for the past eleven and a half 
years. He has been at Shillito’s for 
more than three years and Smith Kas- 
son’s, Cincinnati, for six years. He also 
spent two years in Chicago and Cincin- 
nati in departments operated by the 
Nunn-Bush Shoe Co. 





[50] 


Old Style Tie-in With New Season Models 
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A novel window used recently at Burdine’s, Miami, Fla., in connection with an 
exhibition of the famous Charles Lederman collection of shoes covering a period 


of more than 1000 years. 


The display was an interesting tie-in with the presenta- 


tion of the new 1940 styles both in the windows and in the store. 





No Change in Shoe Fair 
Dates Considered 


New YorkK—L. E. Langston, execu- 
tive vice-president of the National Shoe 
Retailers’ Association, early this week 
denied published rumors to the effect 
that the directors of the association 
were considering a possible advance in 
the dates of the National Shoe Fair 
from January to November. 

There has been no meeting of the 
N. S. R. A. directors, Mr. Langston 
said, and so far as he knew, no thought 
has been given to a change in the dates 
for the Shoe Fair, much less any dis- 
cussion of the subject. The dates are 
usually announced following a meeting 
of the National Shoe Fair Committee, 
which includes members of both the 
National Shoe Retailers’ Association 
and the National Boot and Shoe Man- 
ufacturers’ Association. 

At the same time, Mr. Langston de- 
nied rumors of a proposal to hold the 
N. S. R. A. style conferences later in 
the season than has been customary 
heretofore. 


Detroit Retailers Meet 


Detroit, MicH.—A. C. Lappin, of the 
State Mediation Board, was the guest 
speaker at a luncheon meeting of the 
Detroit Retail Shoe Dealers Associa- 
tion, on Wednesday, Feb. 7, at the 
Hotel Statler, Detroit. In his address 
Mr. Lappin gave a general explanation 
of the activities of the Board and the 
law under which it operates. President 
Glenn Buell presided. 

A brief discussion was held of the 
promotions for Spring footwear, with a 
preliminary consideration of the ques- 
tion whether to hold a joint introduc- 


tion of Spring footwear in co-operation 
with the newspapers. This question 
was held over for further considera- 
tion. 





Play Footwear for 
Young America 


Top row, left to right: Smart moccasin 
shoe in red and white for small child. 
Just like big brother’s or sister’s. ““Ked- 
ettes” from U. S. Rubber Co. Number 
on favorite, given 1940 touch in plaid 
saddle. “Collettes” from Converse Rub- 
ber Co. Built for very active play, 
sturdy blue and white oxford. Lambert- 
ville Division of Servus Rubber Co. Bot- 
tom row, left to right: Another red and 
white combination in dainty saddle ef- 
fect. Ball-Band “Summerettes” from 
Mishawaka Rubber & Woolen Mfg. Co. 
Very smart navy with red combination 
in little 's many-purpose oxford. 
“Sportslax” from The Hood Rubber 
Co., Ine. 


Shoe Prosecutions Successful 
Under Wage-Hour Law 


WASHINGTON, D. C.—Court actions 
resulting from violations of the Wage 
and Hour law in the shoe industry have 
been 100 per cent successful, according 
to the Wage and Hour Division of the 
U. S. Department of Labor. 

Twenty-three suits, sixteen criminal 
and seven civil, have been filed in Fed- 
eral Courts from the effective date of 
the Fair Labor Standards Act, Octo- 
ber 24, 1938, to February 1, 1940. In 
each of the criminal cases the defendant 
manufacturer pleaded guilty. In each 
of the civil cases the court issued a de- 
cree enjoining the defendants from 
further violations. 

Practically all of these twenty-three 
cases were in New England. One was 
in Chicago and another in Georgia. 

“In an industry with 2,000 establish- 
ments operating on piece-work basis 
in low wage areas—and many sections 
of New England are low wage areas— 
it was only natural that we should en- 
counter a number of irresponsible em- 
ployers who were not complying with 
the Act,” said Colonel Philip B. Flem- 
ing who is directing the activities of 
the Wage and Hour Division. “Since 
these cases were brought to court there 
has been a marked falling-off of com- 
plaints against New England shoe 
manufacturers. 

“In fairness to the industry, I want 
to say that an overwhelming majority 
of shoe establishments have complied 
with the Wage-Hour law since it went 
into effect. Our first shoe cases were 
all in New England as our New En- 
land regional office was one of the first 
to be fully staffed.” 

Fines imposed by Federal Judges 
against the violating shoe companies 
in these cases totaled more than $50,- 
000. In the seven civil suits, seven 
decrees were obtained enjoining the de- 
fendants against future violations of 
the Act. Restitution payments of wages 
and overtime due to employees amount 
ed more than $20,000 for some 1,200 
workers. 

All of the complaints were for pay- 
ment of less than the 25-cents-per-hour 
minimum wage, which applied until 
October 24, 1939, or for payment of 
less than 30 cents per hour, the mini- 
mum which is effective from October 
24, 1939, to October 24, 1045. In this 
connection, there is pending a recom- 
mendation of the Shoe Industry Com- 
mittee for a minimum wage of 35 cents 
per hour. This proposal now awaits 
approval or disapproval by the Ad- 
ministrator of the Wage and Hour 
Division. 


Baker Opens New Store 


MONTGOMERY, ALA.—Abe Baker, pro- 
prietor of Jay’s Shoe Store, has opencd 
up another store in Selma. The shop 
there will be known as Baker’s. Popu- 
lar-priced shoes will be featured there, 
just as in the store here. 
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N. Y. Shoe Retailers to Discuss 
Patman Bill at Meeting 


RocHESTER, N. Y.—Whether to sup- 
port the Patman bill, designed to im- 
pose a federal tax on chain stores— 
including chain shoe stores—will be 
discussed by directors of the New 
York State Shoe Retailers Association 
at their meeting in Syracuse, Feb. 19. 

Harry Ehrenpreis, shoe buyer for 
Flau & Co., Syracuse department store, 
will lead discussions on this and other 
ubjects. 

The Foundation of Opportunity, 
headed by former Governor Theodore 
Christianson of Minnesota, founded to 
support the bill, has asked the associ- 
ation for contributions of $1 each from 
its members to aid in the fight. Many 
prominent men, serving without com- 
pensation, are officers of the founda- 
tion. 

Another subject for discussion will 
be the proposed sales tax in New York 
state. 

Ernest A. Beaumont, a member of 
the Legislative Committee of the As- 
sociation, represented it at the hearing 
on the Governor’s budget at Albany 
on Monday, Feb. 12—the occasion for 
a “march of taxpayers on Albany”— 
and it is expected he will report on 
dangers of new tax increases. 

The shoe style situation will be 
analyzed by the directors; there will be 
a discussion of the increase in whole- 
sale prices of rubbers on Jan. 1, and 
they will also take up the matter of 
obtaining some measure of uniformity 
in the time set for beginning white 
shoe sales in the summer. 

Ernest R. Park, president of the as- 
sociation, announces that its Executive 
Council has elected Frank M. Staple- 
ton, shoe buyer for the Addis Com- 
pany, and Fred Silsby, of the Conniff 
Shoe Company, Geneva, members of 
its board of directors to fill vacancies. 





Plans Made for Display 
Men’s Convention 


Detroit, MicuH.— Plans have just 
been announced by the Detroit Display 
Club for the International Association 
of Display Men Convention to be held 
at the Hotel Statler, Detroit, June 
24-27. 

The following committee heads have 
been appointed to take charge of all 
arrangements: The honorary chair- 
manship has been conferred upon C. 
F. Wendell, J. L. Hudson Company. 
Donald A. Ferguson, S. L. Bird & Sons, 
tlub president, will serve as the active 
chairman, assisted by Ralph D. John- 
son, J. L. Hudson Company, club 
secretary. Vice-chairmen will be Art 
Hoerauf, George Heidt, and Stewart 
N. Clark. An advisory board has been 
established, composed of Ferguson, 
F. E. Whitelam, R. H. Fyfe & Co., 
H. W. Weaver, John T. Chord, T. J. : 
MacCormack and Ralph Johnson. 











SHUCKS, , 
GRANPAPPY=« 


e+e SELLIN’ 

THESE WINTHROP 

LEISURE SHOES IS AS 

EASY AS SETTIN‘ UN- 
DER ATREE! 





STREET 'N BEACH AMIGO GAUCHO 


SLACK 


Featured in the April Esquire 


Shown here are the four outstanding leisure shoes 
(and Paul Webb's famous hill billy) featured in our 
Esquire ad on the newstands March 15th. 


STREET 'N BEACH 

2936... Chestnut Gauchohide. Leather sole and heel 

AMIGO (Snugford) 

2940 .. Chestnut Gauchohide. Leather sole, half rubber hee! 

2942 .. Rugby tan with Green Ropee rubber sole. 

GAUCHO 

2925 .. Chestnut Gauchohide with Leather Sole. 

2926 .. Rugby tan with Leather Sole. 

3031. . Natural Gauchohide with Crepe Sole. 

3032 .. Chestnut and Natural Gauchohide with Crepe Sole. 

SLACK 

9080 . . Chestnut Saddle with Three Decker Sole. 

3078 .. White Elk and Sport Brown with Red Smooth 
Rubber Sole. 

3076 .. Havana Brown Saddle with Crepe Sole. 

3073 .. Genuine Creole Tan Buffalo with Leather Sole and 
Leather Heel. 


IN STOCK .. . Sizes 6 to 12. . . Widths A to D 
$3.50... Terms: 5% 30 days 
Prices subject to change without notice 


WINTHROP SHOE COMPANY - DIV: INTERNATIONAL SHOE COMPANY - SAINT LOUIS 
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For Better Trained Salesmen 


New York—tThe shoe laboratory at the newly opened Laboratory Institute of 
Merchandising, 45 West 34th Street, this city, where courses are given in various 
pao of retailing and merchandising. The school aims to train personnel for 


. Instead 


decd type of merchandise. 
actual retail selling with lecturers 


under conditions resembling 


of classrooms the school has a series of miniature shops, 


Instruction will be carried on 
selected from the 


staffs of the retail stores as well as from several colleges. 





Chesapeake Shoe in New Plant 


BALTIMORE, Mp.—The Chesapeake 
Shoe Manufacturing Co. of this city is 
now fully settled and operating in its 
new completely air conditioned and 
modern factory building on Dunkald 
Avenue, on the outskirts of the city. 
The new building, erected because the 
concern had outgrown its quarters on 
Front Street, is one story, six hundred 
feet long and is one of the most modern 
daylight plants in the country. 

With a capacity of upward of six 
thousand pairs of Goodyear welt shoes 
in the juvenile field, the machinery is 
so arranged as to permit complete and 
perfect routing from the cutting boards 
to the final inspection tables without a 
single backward shift. 

Other features are overhead con- 
veyors leaving the floor clear for traffic, 
a modern cafeteria and rest and recrea- 
tion rooms. 

With the changes made possible in 
production, David Goldstrom, of the 
firm, said that they would not alone be 
better able to serve their present cus- 
tomers, but would be able to add new 
accounts that up to the present time 
they had not been able to include. 


Back on the Job 


Derroir, Micu.—The many friends 
of Ed. Stocker, well-known Detroit shoe 
man, are glad to hear that he is up 
and around again following his opera- 
tion, several months ago. 


Orthopedic Shoe Men to 
Meet February 20 


New YorkK—Judge John G. Dyer, 
counsel for the New York State Podi- 
atry Society and former counsel for 
the Kings County Medical Society, who 
addressed the meeting of the New York 
State Orthopedic Shoe Men’s Organi- 
zation on Dec. 30, will be invited to 
speak again at the next meeting, which 
will be held Tuesday, Feb. 20, at the 
spacious and comfortable store of the 
president, Ralph W. Merians, 222 East 
57th Street, New York. 

At the last meeting Judge Dyer 
addressed the gathering on timely legal 
aspects of orthopedic shoe fitting. Many 
present day important problems con- 
fronting the orthopedic shoe man were 
taken into consideration and discussed. 
It was decided to arrange for committees 
to clarify the legislative questions for 
the benefit of every organization mem- 
ber who desires to uphold the aims and 
ideals of the society and conduct his 
service ethically. 

All those present were enthused with 
the united interest so many shoe men 
are taking in the organization, and it 
is anticipated that future meetings will 
bring every orthopedic shoe fitter to 
attend for the vital interest of his pro- 
fession. 

Other prominent speakers will be 
present at further meetings to discuss 
and enlarge upon subjects relating to 
the profession which the members will 
find informative. 


Bill Seeks to Control 
Below-Cost Sales 


RocHESTER, N. Y.—Below cost sales 
of shoes may bring fines of $500, with 
the alternative of a month in jail. 

They will if the Esquirol bill, de- 
signed to amend the general business 


“law, in relation to wholesale and retail 


trades and practices, is passed by the 
present Legislature and signed by the 
Governor. 

Copies of the bill have been received 
by Harry A. Chase, secretary of the 
New York State Shoe Retailers Asso- 
ciation. One section of the bill says, 
referring to all classes of merchandise: 

“Any retailer who, with intent t 
injure competitors or destroy competi- 
tion, advertises, offers to sell or sells 
at retail any item of merchandise at 
less than cost to the retailer, or an) 
wholesaler who, with intent to injur: 
competitors or destroy competition, of 
fers to sell or sells at wholesale an) 
item of merchandise at less than cos! 
to the wholesaler shall be guilty of : 
misdemeanor.” 

Exceptions are proposed for iso 
lated transactions not in the cours 
of business, in bona fide clearanc 
sales; in cases where merchandise is 
damaged or imperfect; where busines 
is being liquidated; where sales ar: 
made for charity; where orders of a 
court are being carried out, and so 
forth. 

In cases of violations, a competitor 
may sue for damages to his business 
in consequence. 


Pearson Heel Co. 
Meeting March 19 


St. Louis, Mo.—With W. J. Walsh 
of the Pearson Heel Manufacturing 
Co. resigning the position of first vice- 
president to devote more time to re- 
search work and the general improve- 
ment of the plastic heels that the 
company is manufacturing through the 
General Electric plant at Pittsfield, 
Mass., a general meeting of stockhold- 
ers of the company has been set for 
March 19. A new first vice-president 
will be elected, the number of direc- 
tors will be increased to seven from the 
present body of five, and the capital 
structure of the company will be in- 
creased from $150,000 to $250,000. 

For the present at least, the daily 
production of 2700 pairs of the plastic 
heels will not be increased, and the 
company plans to keep the heels con- 
fined to shoes selling in the $12.50 
class for the time being. 


Designer Opens Office 


St. Louis, Mo.—Miss Leelah Grab'e, 
St. Louis shoe designer, has opened 
her studio at 17th and Olive Stree‘s, 
here, and is conferring with local s! 
manufacturers. Miss Grable was f 
merly associated with the Amity Pat- 
tern Co. Miss Grable is a cousin 
Betty Grable, film star. 
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CaRMEL Snow, Editor of Harper's Bazaar 


Says that for Spring, 1940 Contrast 


Paris Sponsors Brown 


e “Brown accessories. With the 
greys and beiges, promote shoes, 


bags and gloves in brown leathers.” 


Me Neely No. 25 Kidskin... 


I ndia Brown is the version sponsored by Allied Kid Company. 
This deep, warm brown is important every year. For spring, the 
added impetus of high-fashion sponsorship makes it a color that 
must be included in every shoe collection. McNeely India Brown 
kidskin should be promoted as the shoe to wear with pastel and 
neutral woolens, with soft, hazy tweeds. Its rich color, mellow 
feel, and smooth, firm texture, make it a worthy accessory for 


the lovely costumes coming over from war-inspired Paris. 


McNEELY DIVISION 
ALLIED KID COMPANY 


Huntingdon and Fairhill Sts., Philadelphia, Pa. 





TO 
BUY 


Carton Labels 


LA BELS 


TOLMAN- DAVIDSON 
men E ISING P 


f 
i 


Cl al li eli ell eh li li eli hin 


St. Louis Jobs 


1 hella hale idle aie) 





JOBS 
SAMPLES 
REJECTS 
ST. LOUIS’ FINEST MAKES 
@ Cancellations, jobs, sam- 
ples and rejects in up- 
to-the-minute styles . . 
WOMEN'S SHOES EXCLUSIVELY 


SCHNEIDER SHOE COMPANY 
QUALITY FOOTWEAR 
1404-6 Washington Ave. St. Leuis, Me. 
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Dates to Remember 


Monthly Shoe Show of Chicago Shoe 
Travelers Association, Hotel Morri- 
son ebruary 26 and 27, 1940 

Shoe Market Days of Iowa National 
Shoe Travelers’ Association, Hotel 
Fort Des Moines, Des Moines, Iowa 

March 10, 11, 1940 

Official Opening of American Leathers 
and Style Conference for Fall, 1940, 
Waldorf-Astoria Hotel, New York. 

April 1, 2, 1940 

Annual Convention Illinois Shoe Re- 
tailers Association and Illinois Shoe 
Travelers, Faust Hotel, Rockford, 
Illinois June 2, 3 and 4, 1940 

Fourth Annual Fall Style Show, South- 
western Shoe Travelers’ Association, 
Adolphus Hotel, Dallas, Texas 

June 2, 3, 4, 5, 1940 

Annual Convention Pacific North- 
west Retail Shoe Dealers Associa- 
tion, Spokane, Wash. 

June 2, 3, 4, 5, 1940 

Fifth Annual Midwest Shoe Fair, 
Netherland Plaza Hotel, Cincinnati, 
Ohio June 9, 10, 11, 1940 

Annual Convention California Shoe 
Retailers Association, St. Francis 
Hotel, San Francisco, Calif. 

June 9, 10, 11, 12, 1940 

Annual Boston Shoe Fair, Hotels Stat- 
ler and Parker House, Boston, Mass. 

Jane 10, 11, 12, 13, 1940 

Joint Annual Convention and Shoe 
Show, Wisconsin Shoe Travelers’ 
Association and Wisconsin Shoe 
Retailers’ Association, Plankinton 
Hotel, Milwaukee, Wis. 

June 16, 17 and 18, 1940 

Annual Michigan Summer Shoe Fair, 
Pantlind Hotel, Grand Rapids, 
POOR 4 June 16, 17, 18, 1940 

Tri State Shoe Mart, Pennsylvania 
Shoe Travelers Association, William 
Penn Hotel, Pittsburgh, Pa. 

July 7, 8, 9, 1940 





Leather Soles 


Here is the 
Secret of longer 
wearing 
children’s shoes 


LEATHERPLUS 
SOLES 
double the wear! 


double the comfort! 
double your sales! 


Write 
VAN TASSEL LEATHER CO. 


NORWICH, CONN. 
mokers of VAN TAN innersoles 





Czech Permits Extended 


BALTIMORE, Mp.—In an order issued 
on January 31, the United States 
Department of Labor modified in cer- 
tain particulars its earlier ruling to 
the effect that the Bata Shoe Company 
may employ only ten of the seventy- 
eight Czecho-Slovaks admitted to this 
country under special permits to enable 
the Bata firm to get their factory at 
Belcamp, Md., in running order. Under 
the new ruling Bata may now employ 
ten as instructors and fifteen in ad- 
ministrative positions. The final rul- 
ing became effective on February 1. 
The department further stated that it 
would extend the temporary permits 
granted for the admission of the ten 
top officials and executives of the com- 
pany and this extension will run until 
June 30. 

The original ruling still stands in 
that it did not modify the number of 
alien instructors that the company may 
retain, but it represents some conces- 
sion as to administrative employees. 
Under the original order, only ten of 
the seventy-eight Czech workmen could 


a 

A STORY 
You've a story to 
tell when you sell 
Mrs. Day’s Ideals— 
a story of years of 
research and ex- 
perience — of close 
cooperation with 
the medical! fra- 
ternity whose as- 
sistance has been 
invaluable in de- 
signing shoes that 
will aid little feet 
to normal healthy 
growth. It’s your 
story to tell when 
you sell 


MRS. DAY'S 











have been retained by Bata and this 
was to have been effective on Febru- 
ary 1. A brief was filed on January 
22 and this pointed out to the immi- 
gration officials how seriously handi- 
capped the shoe manufacturing firm 
would be under the original order and 
that operations at the Belcamp plant 
would be seriously impaired. 

Later it was reported that there is 
every indication that the fight of th« 
Bata Shoe Company to retain fifty 
three Czech instructors who would 
still be subject to deportation would 
be taken right to the White House un- 
less the Labor Department modified its 
ruling to the effect that these workme: 
cannot work at the Bata plant. It is 
claimed that, as a result of the laying- 
off of these foreign instructors, thre: 
hundred American workers will lose 
their jobs. The fifty-three Czechs wil! 
probably be permitted to remain in 
this country temporarily while at- 
tempts are made to revoke the orde: 
of the Labor Department. 

More than three-quarters of the em- 
ployees of the Bata plant held a mass 
meeting to protest the ruling that 
would rid the Beleamp factory of the 
fifty-three alien workmen. J. Hugh 
Taylor, editor of the newspaper that 
circulates in the Bata colony, said that 
the mass meeting was held at noon 
after “work progressed slowly during 
the morning” in the absence of the 
instructors. The plant manager ai- 
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G3 Tu FFies 


VERY THIN 
French and Cuban Lifts 


keep her pleased See 
‘ _ WHY THIS DYED LAMBSKIN IS FIRST CHOICE 
with your shoes ea tates, Woenrs Wp camoemce suPreasi 


W/ HEN you see to it that the shoes you 
sell her are re-heeled with smart 1. WATER REPELLENT—a new pro- 
cess which means lasting beauty. 


level-wear Tuffies, she enjoys comfort, 
energy-saving and economy for which she 2. HIGHER LUSTRE —a new finish 
producing a softer furry feel. 


credits the shoes and your store. 
Women in vast numbers everywhere have been discover- 3. NEW COLORS—a greater variety 
of high style shades and staples. : 


ing these super-quality highly satis- 


factory heel lifts. It pays you in good- LASKINLAMB, a trade mark that means 
will and extra profits to make I T S| quality te every buyer and consumer. — 


Tuffies standard practice in| READY FOR IMMEDIATE DELIVERY 


your own repair shop or the 


shop that does your work. J. LASKIN & SONS CORP. 


Milwaukee, New York Office 


Write today for the name of 
our near ° 
Tuffies are black, tan and a White y earest I T'S Jobber | 


that stays Whie—very sopsler THE | T § CO., Elyria, Ohio 


for summer footwear. 


Makers of the Famous ITS Left and Right Heels for Men 


dressed the meeting and pointed out 
that it would be impossible to continue 
with the entire force under the new 
conditions, but everything would be 
done to limit the number of employees 
that would at least have to be tempo- 
rarily released. Six employees were 
named to represent the protesting 
group and these are all workers from 
Harford County, Md. They are: Ste- 
phan Doilney, Paul Pitcock, Ray 
Burcham, Frank Killian, William 
Nanchulis and John Blackinstone. This 
committee sent telegrams to Secretary 
of Labor Perkins, James Houghteling, 
Commissioner of Immigration and 
Naturalization and Representative 
William P. Cole. The telegram asked 
that the case of the banned instructors 
be reopened. 


Relocates Shoe Departments 


BINGHAMTON, N. Y.—Sisson Bros.- 
Welden Co., this city’s oldest depart- 
ment store, has recently assigned space 
on the main floor to its men’s and wo- 
men’s shoe departments which were 
previously situated on the second floor. 
Theodore W. Lloyd is the buyer. The . try 
relocation of Sisson’s shoe departments 
brings the store into conformity with 
the practice of other department stores 
in this city, where the main footwear A couple of shoe dogs—a “pointer” and a “setter.” 


departments have been on the ground 
floor for a number of years. E. T. Ellestad, Walk-Over Shoe Store, 8 E. Mifflin St., Madison, Wis. 








TO 
BUY 


Moccasins 


TRAIL MAKER MOCCASINS 
for MEN, WOMEN and CHILDREN 


SACO-MOC SHOE CORP ine, 





Custom Built Shoes 











Secomb Selling Business 

San Dieco, Catir.—The Lewis Shoe 
Co. is conducting a “going out of busi- 
ness” sale. Proprietor W. E. Secomb 
has no announced plans for the imme- 
diate future. 
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Sole 
design 
pat. applied 





AMERICA WILL PLAY 


IN THE NEW CALIFORNIA 


REEVES AIR-WEDGE 


RUBBER SOLES FOR MEN AND WOMEN 


The most talked of 
WEDGE RUBBER SOLE 
in America 
@ New in design. 
Scientific in construction. 
Lightness in weight. 
Flexibility. 
Positive support. 
Resists heat and cold. 
Will not slip. 
Fully covered by Patents. 


Manufacturers supplied by 


Kirkhill Rubber Co. 
811 West 58th Street 
Los Angeles, California 











Denver Dry Goods Co. 
Opens Douglas Department 


BROCKTON, Mass. — Paving the way 
for an increase in sales in Colorado, 
the Denver Dry Goods Company, whose 
store is one of the best known in the 
West, has arranged to open a complete 
Douglas shoe department where all 
three grades of men’s shoes will be 
handled to best advantage. 

“This,” says an announcement issued 
by the W. L. Douglas Shoe Company, 
“is indicative of the recent strides 
taken in stepping up our western rep- 
resentation.” 


Buffalo Association 
Revamps Setup 


BurraLo, N. Y.—In accordance with 
an expansion plan formed in the last 
half of 1939, the Buffalo Shoe Retail- 
ers Association at its first business 
meeting of 1940, on Feb. 7, formally 
changed the name of the organization 
to that of the Greater Buffalo Shoe 
Retailers Association and Affiliated 
Trades. The change in the name was 
mede to denote its larger field of op- 
eration. Manufacturers, manufactur- 
ers’ agents, shoe jobbers and salesmen 
now are eligible for membership with 
the same rights and privileges as shoe 
retailers. Membership will include all 
of Erie county and is expected to soon 
reach the 300-mark, if not more. Allied 
members will pay the same dues and 


will be entitled to vote and express 
their opinions on all trade association 
policies, the same as shoe retailers. 

At this meeting, a Ways and Means 
committee was appointed, consisting of 
H. J. Deters, chairman; George Seif- 
fert, Fred Manning and Oliver La- 
Reau, to draw up a financial plan 
which will put the association on a 
sound and firm foundation so as to 
amply take care of its expanding ac- 
tivities, particularly the defraying of 
legal and other expenses. 

“The ordinance the association has 
been promoting for regulation of sales 
of shoes by itinerant merchants has 
been revamped and will be presented 
to the city council at its meeting, 
Feb. 20. E 


L. H. Critzer Enlarges Store 


SpoKANE, WasH.—L. H. Critzer, 
proprietor of the Les Critzer Shoe Den 
at 712 Sprague Avenue, has an- 
nounced that he has acquired the men’s 
clothing and furnishing business for- 
merly known as Day’s from Sterling 
A. Day, who is returning to Pueblo, 
Colo., to become affiliated with a busi- 
ness enterprise. The store adjoined. 

The stores are now being remodeled 
and Mr. Critzer expects to open his 
enlarged establishment about March 1. 
He is now conducting a storewide sale 
in order to start his new venture with 
a complete new line of men’s clothing, 
furnishings and shoes. 





he ee a a a ee 


SCH ns oes fe oO 
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Back in His Home Grounds 


MIAMI, FLa.—Jerry Cole dropped in 
recently to visit with old friends and 
incidentally try to sell them shoes. 
Jerry, it will be remembered, for a 
number of years headed the shoe de- 
partment of Richards when it was 
known as The Mark Store. Naturally 
with his wide experience in fitting wo- 
men with resort shoes he is well versed 
in hot weather footwear, and so when 
Hannahsons of Haverhill wanted a rep- 
resentative to cover the southern mar- 
kets, Jerry was their choice. 

The new Hannahsons line of sandals 
covers some clever models, in low, high 
and medium heels. Jerry is reporting 
that throughout Florida a multi-colored 
sandal is having a marvelous accep- 
tance; women continue to want multi- 
colors in footwear particularly as a 
matter of economy. when smart style 
must be coupled with a limited number 
of pairs of shoes. 


Price Assisting Connolley 
in Coast Territory 


Los ANGELES, CALIF.—Ralph Price 
is now assisting Wilson Connolley in 
covering the Southern California terri- 
tory for the Farmington Shoe Co. and 
for the Curtis Shoe Co. Mr. Price is 
covering many of the good, smaller 
communities that Mr. Connolley was 
forced to pass up, due to the amount 
of ground he was required to cover. 
Permanent headquarters and sample 
rooms will be had at the Hotel Lan- 
kershim, as heretofore. 


Snow Boosts Sales on Rubber 
And Sturdy Footwear 


St. Louis, Mo.—Although St. Louis 
has experienced the worst Winter 
weather in ten years, and general retail 
trade has been off slightly, shoe stores 
in the downtown sector reported the 
largest movement of rubbers, overshoes, 
boots and spats in the memory of many 
a shoe man. 

With numerous spectacular “Winter 
Resort” campaigns scheduled, zero tem- 
peratures put resort business into sec- 
ond place, giving greatest stimulus to 
— shoe department merchan- 

Departments using regular St. Louis 
metropolitan newspaper space soon 
switched their department displays and 
advertising push to hustle the lineup 
of rubbers, spats, etc. Net result shows 
departments reporting satisfactory vol- 
ume sales although in entirely unex- 
pected lines 


A canvass of ten St. Louis stores re- 
vealed that supplies of spats had 
dwindled to practically nothing in a 
very short time and buyers were stock- 
ing additional spats to meet the de- 
mand, Oxford gray spats were reign- 
ing favorites in the purchasing. 


manufacturer 
probably uses 
RELETHA 
SOCK LININGS 
If not, 
ask him to. 
RELETHA’S 
good looks 
helps sell 
shoes. 


SOCK 





QUALITY SUBSTITUTE 
LININGS 


SMOOTH 
DURABLE 
LEATHER-LIKE 
RELETHA 


is color matched to current 
upper leathers . . . and a sales 
asset to any shoe. Not only 
makes shoes look better ... but 
really makes them better . . . 
for RELETHA is a quality ma- 
terial that has durability and 
satisfaction all the way through. 
Ask your manufacturer . . . or 
write us for samples. 


PROSPECT MILLS CORP. 
15 Chestnut St. 
CAMBRIDGE, MASS. 


R © GLE t Yea 


FOR LEATHER 
and HEEL PADS 





Swagger Types for 
Summer Play Wear 


Top to bottom: Swagger monk type in 
grained leather. Smart tan color to go 
with many feminine sport costumes. 
California Shoes, Lid. Popular mocca- 
sin type for women in beige and tan 
combination. Endicott-Johnson Corp. 





Buyer W. L. Jackson at Famous- 
Barr reported sales of more than a 
thousand pairs of rubbers in a two- 
week period. 

With continual snow on the weather 
menu, rubber boots, especially of the 


knee length, cleaned themselves out to 
receptive buyers. 

C. E. Williams Shoe Store saw a 
real merchandising chance in _ the 
peculiar weather and promptly used 
prominent space to push police shoes 
with the campaign theme: “Police 
Shoes—Keep Your Feet Warm and 
Dry.” Black calf, ankle-high shoes 
with wearproof lining were strong fa- 
vorites at $5.00. Also strongly fea- 
tured were the heavy duty men’s police 
rubbers. 

Inclement weather was grabbed by 
Boyd’s to put over a full-page adver- 
tising story in daily newspapers on 
the theory that good shoes would stand 
up against the worst weather. Two 
shoes were shown in each corner of the 
full page advertisement and the ad- 
vertisement was headlined as: “A 
Corner On Good Shoes.” 

Scruggs-Vandervoort & Barney seized 
upon the frigid weather and streets 
clogged with snow to emphasize that 
they would “renew” shoes in their 
downstairs shoe repair shop. Some of 
the features offered for the regular 
price of $1.25 were: invisible half soles, 
rubber or leather heels, taps, new heel 
pads, new sock linings, new laces, all 
rips sewn, shoes cleaned and polished. 

Ames Shoe Co. staged a heavy pro- 
motion on high-quality, sturdy shoes 
designed to resist the most rigorous 
weather and reported good sales in 
imported calf oxfords at $10.95. 





Soles and Heels 





SQUARE CORD 
Soling material for Your popular 
priced Shoes. Don’t fail to get 
our prices. 


THE LITHOX corp. 
WAPAKONETA, OHIO, U.S. A. 











tr 


Children's Shoes 


Dr. C. A. Haines 
Shoes for Children 


IN STOCK 


rieburger Bros. & Ce., 
E. Columbia St., 
ort Wayne, Indiana. 


Bowling Shoes 


PROFESSIONAL 
BOWLING SHOES 
Men's Men's Women's 

sas $2.70 $2.45 


nation 
Right Foot 
Sole 
Hee! 
oot 
Buckskin Sole 
co. Bubber Hee! 
Itadelphia 


acs $8 SHOE MFG 
Swanson v Ritner Sts, | 











Arthur W. Bush 
Honored by Employees 


MILWAUKEE, Wis.—Arthur W. Bush, 
vice-president of the Nunn-Bush Shoe 
Co., was honored recently by employees 
of the firm upon the observance of the 
twentieth anniversary of the company’s 
first retail shoe store, which was opened 
in Milwaukee. Mr. Bush, who is in 
charge of merchandsiing for the com- 
pany, was presented with a bouquet 
of 20 roses, a blue leather book bearing 
the names of over 200 employes, and 
a black carrara marble desk set. Nunn- 
Bush today operates 115 shoe stores 
and departments. 
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New Shoe Material 


New YorK—A new elastic type of 
Vinylite, a material which is water- 
proof and non-inflammable, has been 
developed by the Carbide and Carbon 
Chemical Corporation, Unit of Union 
Carbide and Carbon Corporation, and 
among the uses on which experimental 
work has been done is the use in shoe 
uppers and perhaps shoe soles. 

A limited number of sample shoes 
have been manufactured from the new 
material and have been exhibited in 
Chicago and New York, where they 
have aroused much interest. Some are 
opaque and differ little in appearance 
from the leather variety, while others 
are as transparent as glass. These are 
expected to be particularly effective for 
women’s shoes, since their apparent 
color can be changed by changing the 
color of the stockings worn. 

The new substance is produced from 
natural gas, coal, oil, salt and air. It 
may have many uses in addition to that 
of the shoe material including bedroom 
slippers, raincoats, shower curtains, 
rubber sheeting, upholstery, covers for 
chairs and tables, and insulation. 


Production in St. Louis 
Area on Increase 


St. Louis, Mo.—Shoe production for 
the St. Louis area during 1939 has 
been hailed as the biggest year in the 
last decade, according to a preliminary 
group of figures issued by the Federal 
Reserve Bank of St. Louis. 

The year of 1929 saw the peak of 
76,000,000 pairs, and while 1939 shot 
slightly below this with 69,521,209 
pairs, the production is still considered 
as a healthy sign because the figures 
of last year show an increase of 16.2 
over 1938, when 59,852,189 pairs were 
manufactured by the firms in the St. 
Louis area. 

Shoe production in December of 1939 
did not show up as well in this terri- 
tory as in the same month of 1938. A 
five per cent drop was reported for 
1939 with 4,794,118 pairs against 5,044,- 
701 pairs registered in December of 
1938. An encouraging sign, however, 
was the reported December increase 
over November of 3.6 per cent. 

Sales of shoes in December were 
stated as being 9.4 per cent over the 
December, 1938, figures. 

In the retail shoe field in St. Louis 
area stores saw a December increase 
of 2.5 per cent over the same month of 
1938. Sales in December, 1939, were 
45.4 larger than November. The over- 
all percentage of shoe sales increase 
for 1939 indicated that last year showed 
a 48 per cent improvement over all 
the months in 1938. 

Reported stock turnovers for shoes in 
retail stores was 7.36 per cent in 1939 
and 7.38 per cent in 1938. Retailers 
were said to be carrying 7.8 per cent 
larger stock at the end of last year 
than at the close of the previous year. 


9 
Ld 


IN STOLK PRE WELTS 


539—White Elk 
536—Patent Leather 


The Children’s Division of every 
shoe store and department will need 
plenty of shoes for Easter Selling— 
as all indications point to an early 
Spring business. 





You are never out-of-sizes when 
you have the facilities of our in- 
stant delivery from these service 
centers to your store: 


F.S. ELAM SHOE CO. 








Quality Footwear Showings 
May 6-8 at Biltmore 


New YorK—William Parrott has an- 
nounced that the dates of the Quality 
Footwear Fashion Showings which he 
is sponsoring, in view of the discon- 
tinuance of the shows formerly held by 
the Shoe Fashion Guild of America, 
will be May 6, 7, and 8, and the place 
will be The Biltmore, New York. Mr. 
Parrott has established headquarters at 
No. 224, The Biltmore. 


Surplus War Shoes to Be 
Sold to Neutrals 


WASHINGTON—Involved in a possible 
sale of surplus commodities to Euro- 
pean neutral countries, discussed at a 
White House conference attended by 
army, navy and State Department of- 
ficials on Feb. 8, are 450,000 pairs of 
shoes purchased by the government 
during the World War but never used. 

This development is understood to 
be part of a new policy by this govern- 
ment of strengthening the position of 
neutrals in Europe that face the possi- 
bilities of hostilities. While the surplus 
sales program is to be almost exclu- 
sively one for disposing of surplus war 
materials, the old shoes on hand were 
mentioned specifically by President 
Roosevelt at a press conference on Feb. 
9. Norway and Sweden were repre- 
sented as being the first countries in 
Europe likely to benefit. 
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LITTLEWAY and UCO 
LOCKSTITCH Shoes 


LITTLEWAY PROCESS COMPANY 


140 FEDERAL STREET, BOSTON, MASSACHUSETTS 











€-8 
PATENT LEATHER 
Softening Cream 


Patent Leather shoes 
will give better satisfac- 
tion if you sell this spe- 
cial cream with the new 


EVERETT & BARRON CO. 
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Be Market-Wise, Centralize 
You, as a buyer, can find what you want when you want 
it here—with a speed and certainty of selection not 
possible elsewhere. In the Marbridge Building are 
more shoe and allied concerns than in any one build 
ing in America. 

The Marbridge Building is im the very heart of mid- 
town New York. All the great retail stores are nearby. 
So, if you are in search of ideas, examples and promo- 
tions, center your attention here. 

D. S. Macponatp, Manager. 


MARBRIDGE BUILDING 


47 WEST 34th ST. also 1328 BROADWAY, N.Y.C. 











Increase Boys’ Shoe Sales 
by Educating Mothers 


[CONTINUED FROM PAGE 47] 


sometimes before this. In three months, his foot will 
take half a size larger. 

“So when mothers ask us as they often do, if a pair 
of shoes they are buying for Johnny will last six 
months, we tell them the shoes shouldn’t be worn more 
than four months, or five at the outside. Because by 
that time Johnny will have outgrown the shoes. And 
we explain the size changes to them. 

“Sometimes a mother will tell us she is buying shoes 
for her son to wear on Sundays. In that case, we tell 
her it is all right to do this for maybe a month, but 
after that the boy should be permitted to wear the 
shoes to school if he’s to get the value out of them. 
Otherwise the shoes will soon be too smiall for him. 

“We aren’t always able to pass this advice on to 
mothers. If a boy’s old shoes are well fitting, all we 
can do is to fit him with a new pair and let it go at 
that. The chances are his mother buys him shoes 
every three or four months. 

“But if a boy has a poor fit—if the shoes have been 
half-soled two or three times, maybe—we give him his 
proper size and explain to the mother her son shouldn’t 


wear his shoes more than four or five months, because 
he outgrows them. 

“Most mothers thank us for this information. It is 
something they didn’t know before. And if they act 
upon it, and most of them do if they are financially 
able to do so, it means they will buy three pairs of 
shoes a year for their son, instead of two.” 


Massachusetts Leads in Shoe Production 


Boston, Mass.—Massachusetts produced more shoes 
during 1939 than any other shoe manufacturing state, 
according to figures compiled by the New England 
Shoe and Leather Association from preliminary esti- 
mates recently released by the United States Bureau of 
the Census. Total production in this state for the year 
in question was 80,124,164, followed by New York 
State with a total production of 71,800,000 pairs. 

The three New England shoe states, Massachusetts, 
Maine and New Hampshire, produced more than 146,- 
000,000 pairs during the year. This represented a gain 
of four per cent, which compares with a gain through- 
out the entire industry of seven per cent. Maine’s gain 
was 4.5 per cent, New Hampshire’s three per cent and 
Massachusetts four per cent. 

During the month of December, New England shoe 
production decreased 2.4 per cent. 
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$25 MOCCASINS 


SEND FOR NEW 
SPRING CATALOG 


THE ARNOFF SHOE CO.., 


AT ONCE DELIVERY! 


® Brown Full Grain Retan Uppers. 

® Rubber Orthopedic Arch Support Soles. 
® Rolled Collar—Leather Laces. 

® Double Stitched True Moccasin Last. 

® Water Repellent. 

® Men's Sizes 6 to 12. 

© Boys’ Sizes | to 5. 


Style #6145 12 Different Styles in Stock 
1O!l DUANE ST., N. Y. C. 



































MERCHANDISE 
SOURCES 
PAGE 19 











1—A popular pattern ond a popular type of multi-color, this 
draw string shoe with wedge heel, in gay red and blue 
plaid. Swan. 


2—“Bib’n Tucker” is the name of this attractive oxford with 
side lacing. Shown here in white duckskin with red and 
white “Circus Stripe” bib. Joyce. 

3—The trend to off-center treatments and the vogue for 
stripes both featured in this smart play shoe of Playa 
(beach) cloth. Pli-Mode. 


4 & 5—Play shoes like these two are day-long shoes, suitable 
for many kinds of wear from very casual to semi-formal. 
4—Honey-colored grained leather in popular moccasin 
effect with wedge heel. Tweedie Footwear. 5—Bright tan 
suede oxford with cream-colored piping and hollowed-out 
wedge heel. Sa Val. 


6-—Blue and white combination in high-soled, high-heeled 


sandal of hopsacking. Eastern Footwear. 


7—Novelty wooden sole with decorative cut-outs. Entire 
upper—except heel strap—of bands of bright red goring. 
J. Mackey. 


8—Tan and white elk is used for this casual oxford with 
moccasin toe, thong lacing and 6/8 rubber spring heel. 
Dundeer, Division International Shoe Co. 


9—Red, white and blue strips of smooth leather form the 
effective welt trimming on this unlined white suede oxford 
with blue heel. Brauer Bros. 


10—Good style ideas in this beige suede stepin with moc- 
casin effect toe, wedge heel and thong lacing, the last two 
in smooth tan leather. Tupper. 


Richland Manages Glendale Store 


GLENDALE, CauiF.—Irwin J. Richland has been ap- 
pointed manager of the Elite Bootery by the owner, 
Edward Lippman. Before coming to the West Coast 
to live, Mr. Richland managed New York City stores 
for A. S. Beck and Miles Shoe Co. 











—There’s a vast difference between just buying a 
pair of shoes and being properly fitted to a pair 


of shoes. 


—Boot & Shoe Recorder stimulates the man at the 
Fitting Stool—Point-of-Sale—to do a better job. 
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SALESMEN WANTED 


BUSINESS OPPORTUNITY 





| 


BUSINESS OPPORTUNITY 








WANTED 


Only experienced salesmen for long line men's 
and boys’ popular-priced shoes in stock. 
Straight commission until proven. States 
open: Maine, New Hampshire, Virginia, West 
Virginia, Kentucky, Indiana, Illinois, Okla- 
homa, and Arkansas. 
Address 596 care BOOT & SHOE RECORDER 
140 Federal St., Boston, Mass. 











TERRITORIES AVAILABLE 


The most representative instock 
line of LADIES’ STYLISH ARCH 
TYPE SHOES retailing at $2.45, 
$3.45, $3.95 and $5.00 and SPORT 
SHOES retailing at $3.45; has avail- 
able for the right men several terri- 
tories, including: 


South Atlantic States 
South Central States 
South Western States 


Letters of application considered 
only from men with successful ex- 
perience in selling LADIES’ ARCH 
TYPE SHOES. 

Submit late snapshot with full par- 
ticulars and references in first letter. 

Commission basis, 


Address 603, Care 
BOOT & SHOE RECORDER, 
239 W. 30th St., New York, N. Y. 





ALESMAN WANTED: Men's and Boys’ 
Welt Shoes. Territory: Montana and West. 

i Stoughton Shoe & Leather Co., Stoughton, 
ass. 








FOR SALE 








FOR SALE 


Complete store of shoe fixtures, shelv- 
ing, chairs, glass cases and carpet. 
Very reasonable. 


WOLOCK & BAUER 
4636 Sheridan Road, Chicago, ll. 











Fo8 SALE: An old established, paying, shoes, 
rubbers, men’s and boys’ wear store property, 
best main street location; no competition; quick 
possession; retiring; $2500 required, halancc 
mortgage. C. B. Bierman, Fleetwood, Pa. 

















| 


following in your city. 
yourself with small investment. 


QUALIFICATIONS: 


confidential. 


St. Louis, Mo. 





ORTHOPEDIC SHOEMEN 


Men familiar with fitting and selling retail, this type of shoe, with 
Here’s your chance to go into business for 


Must be experienced in selling this type of merchandise. 
Must have finances to invest. 
Must have unquestionable reputation. 

Our organization knows of this ad. All replies treated absolutely 


Address 597 Care BOOT & SHOE RECORDER, 1627 Locust Street, 














POSITION WANTED 


| LINE WANTED 





MAN 33 years of age would like a road job 
with a reliable firm. Seven years retail ex- 
perience. C. W. Riddle, 806 Wilde, Detroit, 
— 





you NG man (married) with fifteen years’ 
experience wants position in New England. 
Knows window trimming, buying. merchandis- 
ing and chain store methods. Expert fitter. 
Address %601, care Boot and Shoe Recorder, 
140 Federal St., Boston, Mass. 





M: ANAGER, BUYER, SALESMAN, experi- 


enced in popular priced fast ladies’ novelty 
shoes and modern merchandising. Dependabie; 
Age 28: Married; Desires position in Middle 


West. Available April Ist. Address 2600, care 
Boot & Shoe Recorder, 239 West 39th Street, 
New Yerk, N. Y. 


INER TYPE SHOE SALESMAN, excellent 

references, ten years’ experience sales, win- 
dow trimming best shops. Eastern States only. 
Address £598, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y. 








FOR LEASE 


Coxe ESSION for popular priced ladies’ shoes 
in newest popular priced dress shop in Ben- 
ton Harbor. Michigan. Percentage basis. Rea- 
sonable. 100 per cent location. Address Terry— 
1329% So. Halsted St., Chicago, Ill. 





LINE WANTED 


Ss“ APPER SALESMAN — large following — 
Mail Order — Jobbers, Chains — Department 
Stores; Maintains New York office. Address 
2602, care Boot & Shoe Recorder, 239 West 
39th Street, New York, N. Y. 











| SALESMAN identified with high grade manv- 
facturer of women’s and children’s shoes, 

covering all sections of country, would like to 
form new connection. Has general following 
among large buyers. Best references. Address 
2599, care of Boot & Shoe Recorder, 56th & 
Chestnut Streets, Philadelphia, Pa. 








WANTED TO PURCHASE 








RETAILER NEEDS 


Men’s Branded Shoes—such as—Flor- 
sheim — Walk-Over — Stetson — Bos- 
tonians — Nettleton — Wright-Arch- 
Preservers — Nunn-Bush — Johnston 
& Murphy—etc. 

For promotion sale (Will Pay Highest 
Price) (Cash). 





T. TOM TODD SHOE om 
63 W. Chippewa St., Buffalo, N. Y. 
















New Shoe Department 


Be.oit, Wis.—Howard C. Ashley, who 
owns and operates the shoe department 
in Ackemann Brothers of Elgin, Illinois, 
has recently leased space on the main 
floor of McNeany’s, here, for a high 
grade modern shoe department. The 
department will be entirely new and 
modern throughout. Shoes from $3.95 
to $8.50 will be featured. Mr. H. M. 
Widmer, part owner, will be the man- 
ager. 








mum charge, 75 cents. 





The rate for “Position and Lines Wanted” 
For all other classified advertisements the rate is 7 cents per word. 


CLASSIFIED ADVERTISING RATES 


advertisement is 4 cents per word for all undisplayed advertisements. 


&* Advertisements for this page must be in our New York office on Friday of the week preceding publication. “® 


Mini- 
Minimum charge, $1.25. 
When a box number is desired twelve words should be added for the address. In all other cases each word of the 
address should be counted. 

The rate’ for all display classified advertisements is $5.00 an inch with a maximum of 46 words. 

Classified advertising is payable in advance. 










































BOOT ann SHOE RECORDER, February 17, 1940 





Chain Store Efficiency 


records are made available 
to independent retailers in the 


Recorder’s Stock Record System 
Samples on Request 


MERCHANT’S SERVICE DEPT. 
209 So. State St., Chicago, Ill. 


Investment 
and 

Economic 
Counselors 

















WANTED TO PURCHASE — 





Buyers of Surplus Stocks 
oon ae ee en © oie sate ft Ga 
QUANTITY NO OBJECT 
KIRSCH-BLACHER CO., Inc. 


106 Duane St. New York 
Phone WOrth 2-5377 and 5378 








WE BUY 
Batire or Surplus Wholesale and Ketail 
Stocks. Also randed Shoes such as 
Walk-Over, Florsheim, Enna-Jettick, Vital- 
ity, Arch Presecyer, Queen Quality, Bes- 
tonians, Stetson, Cross, Nuna-Bush, Bte. 
IRVIN BRUBIN 
“The House of Jobe”’ 
SY Reade St., Cor. Church 
Phone Barclay 7-7887. New York City 








SHOE STOCKS BOUGHT 
Complete or Part 
Wholesale or Retail 


BARIS SHOE COMPANY, ine. 
79-81 READE STREET, NEW YORK, N. Y. 
Telephone WORTH 2-5180-516! 














BUYERS OF 
MANUFACTURERS—RETAILERS 
SURPLUS STOCKS 
We buy for cash surplus or complete shoe stocks. 

Branded or unbranded. prices. 


Generous 
Write, wire or phone. 


ARSH & CEASAR 
14 8. wit St. Philadelphia, Pa. 
Phone Market 9139 














Kaber Store Being 
Modernized 


MONTGOMERY, ALA.— Kaber’s Shoe 
Store, at the corner of Dexter Avenue 
and Perry Street, is undergoing exten- 
sive remodeling and when complete, 
will be one of the most attractive and 
modern shoe stores in this section, says 
Manager Harry Horn. The store is 
continuing to do business while the re- 
modeling is on, but all stock is offered 
at reduced prices. 





MERCHANTS’ NEEDS 


PROVIDE FOOT COMFORT 


with the original 
SHOE DOCTOR SHRINKERS 





Roller type device 


FOOT COMFORT easily 
provided for hard-to-fit or 
abnormal! feet. Our Shoe 
Doctor Shrinkers when used 
with our specially pre 
pared fluids, give the 
proper fit to shoes which 
fit large around the top, 
slip at the heel, or gap at 
the sides. Any fullness or 
wrinkles in leather or fab- 
ric are easily shrunk with- 
out harm. 


$12.50 


Special combination offer $25.00 (fluids In- 
cluded in above prices) f.o.b. Indianapolis, 
Indiana. 

Eastern Representative: Cha-les Henry Brown 
& Bon, Marbridge Bidg., New York City. 


Send your order or write for detail information 





E. C. SMELTZER CO. 


121 E. Sist Street, Indianapolis, tnd. | 


William F. Joyce 

Boston, Mass.—William F. Joyce, at 
one time floor superintendent of the 
upstairs women’s shoe department in 
the Jordan Marsh store of this city, 
died recently at his home in Newton, 
Mass., at the age of 70 years. He had 
retired from active business life about 
ten years ago. 

Mr. Joyce had been an active member 
of and had held office in the Garden 
City Lodge, A.O.U.W., and was a mem- 
ber, also, of the Holy Name Society of 
the Church of Our Lady, where solemn 
requiem high mass was celebrated on 
Feb. 8. Burial was in Holyhood Cem- 


etery. 


The BROOKMIRE 
ECONOMIC SERVICE 


Descriptive booklet of Brookmire 
Services and sample Bulletins on 
investment, business and economic 
subjects will be mailed on request. 


Kindly address Department 39 


BROOK MIRE 


Corporation—Investment a and 
Administrative Ec dl 


551 Fifth Ave., New York 








MERCHANTS’ NEEDS 





HEEL REST 


Developed by the 
plastic industry 


51 Doz. * 59 Gross 
WINDOW ART DISPLAY 


1324 Washington 
St. Louis, Mo. 








LTA YW I) 
dhoe Re- Shaping Devices 
: Alter Shoes to Fit 
Abnormal Feet 
Make the nece ssory 


fitting adjustments to provide 


foot comfort 
~ 








BRANNOCK SHOE- 
FITTING SYSTEM 

1 INCREASE REPEAT SALES 
Satisfied customers return 

@ ATTRACT NEW CUSTOMERS 
One tells others 

3 SAVE % OF FITTING TIMF 
Cut down try-ons 


Write for Deseriptive Felder 
list ef shoe factories offering Brannock Devices 
at special cooperative price. 











